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ia, too, the Plan is working 


“We recently made a very careful analysis of 
our automobile lending business. We found 
that in the past ten months, automobile loans 
averaging approximately $825 each had 
been made to 7,320 individuals. 

“‘We do not use a master policy and every 
customer who uses our money for the financ- 
ing of automobiles buys insurance through 
an independent insurance agent. A total of 
709 insurance agents participated in the 
transactions completed in the past ten 
months. 

“Within the foreseeable future, we antici- 
pate no change in our policy regarding the 
Bank and Agent Auto Plan. However, we 
believe a lot more could be done to promote 
the Plan and that representatives of the in- 
surance companies, insurance agents and 
the banks could well afford to get together 
again soon for the purpose of taking advan- 


tage of the existing opportunities.” 


Paul M. Welch 

Vice President 

Citizens and Southern National Bank 
in Georgia 
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Justwas put in my place, or something 
—by Perk, a young guy in our service 
department...a genius practically with 
machines, but no more personality than a 
week-old baking powder biscuit! 

Week before last, he went down to Lake 
City to install an RH in a small savings 
bank. You go to Edger to pick up the Lake 
City bus. A flock of passengers were waiting 
in the bus station at Edger. 

A big heavy-set man, with white hair 
and saddle leather skin, noticed the case 
Perk was carrying. 

“What you sellin’, pardner?” he asks. 

Perk said he wasn’t selling anything— 
was a service man for Pitney-Bowes postage 
meters. The old fellow wanted to know what 
was a postage meter. Perk took the RH out 
of the case, and started to tell him. 

According to Perk, the postage meter 
outclasses the atom bomb a little—and is 
more useful. It has freed business from the 
petty tyranny of the adhesive stamp, all the 
stamp licking and sticking! 

Perk explained how the meter prints 
a stamp, a dated postmark and a small 


) 
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Getting so you cant Tell the cusTomers 


Trom the common people...” 


advertising panel directly on the envelope 
—and seals the flap at the same time... 
how you flick a lever to get any amount of 
postage you need, for any kind of mail 
including registered and parcel post. 


HE also told about the convenience of 
always available postage...the protection 
postage gets from damage, loss or misuse 
... automatic postage accounting . . . how 
efficient metered mailing is in time and 
effort saved ... and how metered mail 
doesn’t get held in the postoffice for 
postmarking and cancelling —can make 
earlier planes and trains. 

When he finished, Perk found out he 
had an audience. The big man says: 

“Next time you come over to Lake City, 
bring a meter for me,” and gave Perk his 
card—turned out to be a distributor for 
drills and oil field equipment. 

Another man, all duded up in fancy 
Western clothes like a radio station cowboy 
asked if Pitney-Bowes had a L. A. office. 
Week later, our Los Angeles office got an 
order for two RH’s from a clothing store 


...and credit for the sale to Mr. Perkins 
of this branch! 

I ask Perk did he want to make a 
switch to selling? 

“No future in it,” Perk says. “Pretty 
soon postage meters will be so well known, 
people will call in orders. But somebody 
will always have to install ’em. I'll stick 
with the service department!” 

I have been selling postage meters, man 
and branch manager, since Calvin Coolidge 
was a name to conjure with. The first 
postage meter was a high-speed, heavy 
duty, high-priced job that took a lot of 
selling! Smaller models and lower prices 
made easier selling. But to have a kid 
service man tell me postage meters wouldn’t 
need selling ... wasa shock,kind of belittlin’! 


Trere isn’t any question today that 
any firm or bank can use a postage meter 
... The PB man can tell you the model 
best suited to your needs... Call the 
nearest PB office, or write direct for the 
new illustrated booklet “So You Have 
No Mailing Problems?” 





PrTNEY-GBOweES Fostage Meter ea 


PITN EY-BOWES, Inc., 3866 Pacific St., Stamford, Conn. Originators of Metered 


Mail. Largest makers of mailing machines. Branches in 93 cities in the United States and Canada, 
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FOR BOND INVESTMENTS 


Correspondent banks are cordially invited to use 
the First National’s Bond Department in their 
bank investment programs. 


To serve you, and to insure prompt trans- 
actions in United States Government, State and 
Municipal Bonds, there is an adequate staff, 
coordinated by experienced officers. 

BOND DEPARTMENT OFFICERS 
AusTIN JENNER Vice-President 
James P. FEELEY Vice-President 
Joun H. Grier Vice-President 
Lewis MILLER Asst. Vice-President 
Haroitp J. ScHLUTER Asst. Vice-President 
Assistant Cashiers 


George B. Wendt Leroy F. Winterhalter 
P. Alden Bergquist Joseph A. Smole 


Samuel Sachnoff 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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140 Broadway 


Fifth Ave. at 4th St. 
LONDON ° 


Madison Ave. at 60th St. 
PARIS ° 


Rockefeller Plaza at 50th St. 
BRUSSELS 


Condensed Statement of Condition, September 30, 1948 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers . 
U. S. Government Obligations . 
Loans and Bills Purchased . . 
Public Securities . . . . .$ 
Stock of Federal Reserve Bank . 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

MGNGe 6 & a a 6s 
Real Estate Bonds and Mortgages 


mam Premises « « « @ 6 @ 
Other Real Estate . ... . 


Total Resources . 


- $ 698,319,091.48 
1,026,486,872.28 
ee oe 927,435,810.67 
96,572,647.92 
9,000,000.00 
10,294,085.30 
15,466,830.63 


8,115,144.00 


__1,312,309.50 


140,761,017.35 
4,763,395.78 
16,729.41 


‘ $2,797,782,916.97 


LIABILITIES 


Cope «4 «& « & @ « « «f 
Surplus Fund ...... 
Undivided Profits . . . . 
Total Capital Funds . . 
ee ae ee a 
Treasurer’s Checks Outstanding . 
Total Deposits ... . 
Acceptances . . .. . 
Less: Own Acceptances Held 
for Investment .... . 


.  , $2,319,634,017.17 


. .$ 20,563,342.13 


100,000,000.00 
200,000,000.00 
- __ 65,330,450.68 


$ 365,330,450.68 


24,473,478.61 
- 2,344,107,495.78 


5,011,453.88 


$  15,551,888.25 


Dividend Payable October 1, 1948 

Items in Transit with Foreign 
re ee ee ee 

Accounts Payable, Reserve for 
Expenses, Taxes, ete. . . 


3,000,000.00 


653,963.15 


. 69,139,119.11 


88,344,970.51 


Total Liabilities . . . . « « « $2,797,782,916.97 


Securities carried at $155,074,188.66 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. 
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DIRECTORS 
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STATEMENT OF CONDITION, SEPTEMBER 30, 1948 


RESOURCES 


Cash and Due from Banks . . . $1,334,054,549.07 
U. S. Government Obligations. . 1,545,408,567.44 
State and Municipal Securities . 55,520,137.41 
Orler Securities 2. « « « s 126,084,840.74 
Loans, Discounts and Bankers’ 

Acceptances . . + «© « « 1,449,812,200.87 
Accrued Interest Receivable. 9,251,872.81 
Mortgages . »- »© + «© « «+ 22,611,638.59 
Customers’ Acceptance Liability 18,983,052.89 
Stock of Federal Reserve Bank 7,950,000.00 
Banking Houses . ... . 30,360,703.00 
(inec Assets 4 8 et le Ck 2,958,853.82 


$4,602,996,416.64 


et As ach cack sata’ ste’ at dst vel at ie 





LIABILITIES 


Deposits. . . « « « « «+ « « $4,206,943,483.13 
Dividend Payable November 1, 1948. 2,960,000.00 
Reserve for Taxes, Interest, etc. . . 10,007,311.59 
ier aes ss ke Ke 12,542,409.80 
Acceptances 
Outstanding . . $ 30,128,612.09 
Less Amount 
in Portfolio . 6,375,806.59 23,752,805.50 
Reserve for Contingencies . . . ‘* 21,114,382.77 
Capital Funds: 
Capital Stock. . $111,000,000.00 
Surplus. . . . 154,000,000.00 
Undivided 
Profits . 60,676,023.85 
325,676,023.85 
$4,602,996,416.64 





United States Government and other securities carried at $311,684,220.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Salary Management Brings About 
Equity And Employee Satisfaction” 


The author has had many years of experience in 
bank personnel work and has developed a scien- 
tific approach to salary management. 


ALARY Management is’ the 

maintaining of a balance be- 
tween employee equity and ex- 
pense control. On the equity side, 
an employee will expect to be paid 
according to the experience re- 
quired for the performance of his 
duties and for the responsibility he 
must assume. He will also expect 
consideration of the quality of his 
performance. This could be meas- 
ured either against the require- 
ments of the job or against the per- 
formance of others on like duties. 
His personal loyalty and depend- 
ability will also be factors. 

The employee is human and needs 
personal recognition. He will grow 
from year to year and will give his 
best performance in an environment 


By EDWARD N. HAY 


For fourteen years, Personnel Officer, 
The Pennsylvania Company, Philadelphia. 


where he has an opportunity to bet- 
ter himself, not only through pro- 
motion, but through improved effi- 
ciency and knowledge on his pres- 
ent job. 

Each employee also has economic 
needs, and these call for an oppor- 
tunity for gradual salary improve- 
ment. Thus the problem cannot be 
kept in a simple framework in 
which the only consideration is 
company profit. 

On the side of expense control, 
first consideration should be given 
to the number and types of positions 





The Basis For Salary Management 


1. The employee is human 
and needs personal recognition. 


2. He will grow from year to 
year and will give his best per- 
formance in an environment 
where he has an opportunity to 
better himself, not only through 
promotion, but through im- 
proved efficiency and knowl- 
edge of his present job. 


3. Each employee has eco- 
nomic needs, and these call for 
an opportunity for gradual sal- 
ary improvement. 


4. On the side of expense con- 
trol, first consideration should 
be given to the number and 
types of positions necessary to 
perform the work and then to 


the standard of cost suitable for 
each such position. 


5. The payroll total is in- 
creased with every salary raise, 
and these raises must be offset 
by corresponding reductions, if 
the total is to remain constant. 


6. These reductions are pos- 
sible because of turnover, the 
causes of which are death, sep- 
aration, and retirement. 


7. Total payroll is a highly un- 
reliable index of salary stability 
because, obviously, as the mag- 
nitude of company operations 
fluctuates, the total payroll must 
be expected to fluctuate corre- 
spondingly. 





necessary to perform the work and 
then to the standard of cost suitable 
for each such position. This latter 
will bring job evaluation into play. 
Job evaluation is the basis tool from 
which cost standards can be estab- 
lished. 

The purpose of expense control is 
to stabilize total expense at the level 
of these cost standards. Consequent- 
ly, whatever salary increases are 
awarded to employees on the basis 
of job duties and individual per- 
formance, the necessity for stabiliz- 
ing total expense at a given level 
must not be lost sight of. 

It should be noted that the pay- 
roll total is increased with every 
salary raise and these raises must 
be offset by corresponding reduc- 
tions if the total is to remain con- 
stant. These reductions are possible 
because of turnover, the causes of 
which are death, separation, and 
retirement. Another and different 
cause would be a change in the 
work of the organization which 
called for different numbers and 
kinds of positions at different sal- 
ary levels. 


Five Indexes For Salary Expense 
Control 
In order to achieve this essential 
aim of awarding salary increases 
and yet maintaining stability of 
total salary expense, it is necessary 
to have what may be called an in- 
dex of stability. Available indexes 
are the following: 
. Total payroll. 
. Average salary. 
. Budgeted increases. 
. Salary increases as percentages 
of total payroil. 
5. The compa-ratio. 
Total payroll is a highly unreli- 
able index of salary stability be- 
cause, obviously, as the magnitude 





of company operations fluctuates, 
the total payroll must be expected 
to fluctuate correspondingly. Thus, 
payroll total is a function of the 
changing total size of the working 
force and also of changes in level 
of individual salaries. It is impos- 
sible to separate the two. It is a 
rare case where the size and com- 
position of the force remains un- 
changed for any length of time. 
Therefore, total payroll is of little 
value as a means of salary control. 


tory and adjusted in accordance 
with changes in the total workforce 
and estimated changes in the com- 
position of that force. 

Because of this flexibility, it is 
probably a better index than the 
two previous ones, but it is still 
crude; and whenever conditions 
change, the budget must. be 
changed. Thus, it is not so much an 
index of control as a limitation on 
change, whether the changes are 
desirable or not. 


factory stability of total salary «x- 
pense. 


The Structure Of Salary Grades 


Three characteristics of 
grades should be considered: 

1. Spread from minimum to 
maximum, 

2. The number of grades, or 
the rate of progression. 

3. Amount of overlap between 
grades. 


salary 


The spread from minimum to 
maximum must be great enough to 
permit adequate reward of merito- 


A STUDY OF AVERAGE SALARIES — 





Women 


rious performance. The employee’s 
need for growth must be satisfied 
in some way, especially in the sal- 
aried or white-collar group, and this 
$108. can be accomplished in part by the 
570 112. encouragement which results from 
356 175. 567 114. periodic salary review and salary 
372 | 178. 540 118. increases for meritorious perform- 
446 ance. Another such reward comes 


Men and Women 


Men 





Average 
Salary 


Average 
Salary 
1024 $137. 
1942 1102 133. 552 $158. 550 
1943 989 136. 419 —; a 
1944 923 138 
1945 912 143. 


Number Average 
Salary 


Number Number 


November 
March 
July 


January 


1940 


January 
February 


Average salary eliminates the first 
of the following three variable fac- 
tors: the size of the workforce, the 
types and salary levels of the jobs 
comprising the working force, and 
changes in individual salaries. 

This index is, nevertheless, a 
composite of the last two of these 
factors: namely, the various kinds 
of positions of which the workforce 
is composed (which may vary from 
time to time), and changes in the 
level of individual salaries. Con- 
sequently, it is ineffective, and we 
must look for an index which re- 
flects only changes in individual 
salaries. 

An illustration of the undepend- 
ability of this index is found in the 
experience of the Pennsylvania 
Company. In 1939, 1940, and 1941, 
the average clerical salary was $137 
per month, showing almost no fluc- 
tuation at all. Organizational 
changes during the first year or two 
of the war made it plain that some 
variation should have been ex- 
pected. Consequently, the average 
salary was broken into two parts: 
Average male salary and average 
female salary. Immediately, a wide 
fluctuation was observed. This 
method is illustrated by the table. 

Budgeting the total amount of 
salary increases a department can 
grant during the year or during 
each quarter is certainly better than 
making no attempt at all to regu- 
late these expenditures. However, 
such budgeted totals must neces- 
sarily be derived from previous his- 


6 


1947 ‘ 175. 


206. 556 | 151. 





Expenditures for salary increases 
must be curtailed in time of low 
profits and may be expanded when 
profits are good. Nevertheless, the 
employee looks forward to an in- 
crease in salary as a reward for his 
good performance and is not greatly 
consoled by being told that poor 
business does not permit giving him 
one. The best solution is to key sal- 
ary increases to meritorious per- 
formance and _ stabilize the total 
amount, increasing the total as 
profits increase and reducing it as 
profits decline. If salary increases 
are awarded annually on the anni- 
versary month of employment, 
these changes can be gradual and 
will not appreciably penalize any 
one employee or group of em- 
ployees. 


A fourth index which has been 
found helpful in The Pennsylvania 
Company is the amount of annual 
increase expressed as a percentage 
of total payroll. Crude as it is, this 
index gives some idea of what is 
taking place. It is, therefore, not 
so much an instrument of control as 
one which assists in judging when 
to be more restrictive and when to 
give more latitude in salary ad- 
justment. 


In The Pennsylvania Company, 
it has been historically true that 12 
months of salary increases against 
the 12 months’ payroll, calculated 
from month to month during the 
year, has remained under 5°. ex- 
cept during the war, with a satis- 


from promotional opportunity. 

Difficulties arise in the adminis- 
tration of salaries because of the 
spread in dollars from minimum to 
maximum. Care must be taken to 
see that there is no tendency to give 
increases automatically from period 
to period without any actual evalu- 
ation of individual performance. 
This can be overcome only through 
careful administration of employee 
performance review. 

If the spread from minimum to 
maximum exceeds 35%, expense 
control is more difficult and it be- 
comes incumbent upon manage- 
ment to stabilize total cost at a level 
approximating the midpoint be- 
tween minimum and maximum. 
Even then, the employees at or near 
maximum will be receiving exces- 
sively high pay and those near min- 
imum are likely to be underpaid. 

Much difference of opinion exists 
as to what is the best spread from 
minimum to maximum. In_ the 
writer’s experience, 33% is about 
right for most salaried groups. 
While there are sometimes reasons 
that make a lesser spread desirable, 
a spread of as little as 20% is usu- 
ally undesirable for salaried groups. 

In general, the greater the 
spread, the more difficult it is to 
control expense. Another danger 
arising from a large spread is the 
inevitable tendency, in the absence 
of precise control, of employees to 
gravitate toward the maxima. The 
greater the spread, the higher the 
eventual level can be. Also, with 4 
wide spread, such as 50% or more, 
there is too much difference in sal- 
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ary for the same work between an 
employee receiving the maximum 
and one receiving the minimum 
salary. 


than for low ones, except, perhaps, 
for salaries of over $10,000 a year. 
Other concerns have adopted the 
opposite policy, establishing a wider 


The employee is human and needs personal recognition. She will grow from 
year to year and will give her best performance in an environment where 
she has an opportunity to better herself, not only through promotion, but 
through improved efficiency and knowledge on her present job. 


Some unions pursue a policy of 
forcing salaries to the maximum. 
This, of course, is possible if there 
is any spread at all. In turn, it must 
be observed that management 
sometimes does not administer 
merit determination efficiently, and 
thus employees may have a legiti- 
mate grievance from failure to re- 
ceive increases. 

Some companies have argued that 
a larger percentage spread from 
minimum to maximum is desirable 
for high salaries rather than for 
low ones. This is without logical 
foundation. It is the author’s ex- 
perience that no greater accuracy is 
attainable in evaluation at low rates 
than at high, up to about $8,000. 
Accuracy from $10,000 to $35,000 
or over is not quite so great, prob- 
ably because of the complexity of 
very high-salaried positions. It is 
difficult to see any justification for 
a wider spread for high positions 


8 


percentage spread for low-paid jobs 
than for high ones. There seems 
even less defense for this. 

Still other companies, when rais- 
ing maxima, leave minima un- 
touched. This violates a principle of 
employee equity in that it provides 
no higher entry rates than previ- 
ously,-though top rates have been 
raised. It is a difficult policy to de- 
fend. However, it tends to be in- 
effective, since employees are sel- 
dom at minimum except in starting 
jobs. 

In establishing the spread for a 
salary grade, it is logical to com- 
mence with a single rate structure. 
Any range in rates which is then 
added should logically be assigned 
half above and half below the mid- 
point, or single rate. 


The Best Number Of Salary Grades 


The most suitable number of 
grades depends on some highly 


practical considerations, the first of 
which is related to the degree of 
accuracy which can be attained in 
distinguishing between position 
values. The author’s experience in 
evaluation indicates that distinc- 
tions between jobs can be made as 
low as 9% or 10%. This is partly 
due to the so-called “‘vernier effect” 
in job evaluation with multiple fac- 
tors. Levels of difference for a given 
factor can usually be made 75% of 
the time at 15% intervals in factor 
comparison evaluation. It is prob- 
ably unwise to attempt to make 
salary grade distinctions any finer 
than 9% though some organiza- 
tions have set up grades only 5% 
apart. 

Another consideration in deter- 
mining the number of grades in a 
given area is the desirability of 
making promotions when an em- 
ployee moves from one position to 
another. If the number of grades is 
too great—that is, if the progression 
from grade to grade is as small as 
5% or 6%—the movements up- 
ward, which are called “upgrading” 
or “promotions,” are only apparent- 
ly such. The distinctions are actu- 
ally too small to be reliably deter- 
mined and there is a false appear- 
ance of promotion. If it is not 
possible to measure a difference of 
10% reliably, then a grade progres- 
sion that low is unsupportable. 


Note. The Author, Edward N. 
Hay, is now Editor of “Personnel 
Journal,’ Swarthmore, Pennsylva- 
nia. 


Advertising Is The Last 
Step In Public Relations 


No group depends so much upon 
what the public thinks of it as do 
the banks. Many bankers feel that 
public relations consist solely of 
the composition of good copy for 
dissemination to the public by 
newspaper, radio, direct by mail, 
and personal utterance. Actually, 
that is the last step in public rela- 
tions. The first is to be certain that 
our banks are what the copy writers 
say they are. 

The friendly bank, the helpful 
bank, and the bank interested in the 
community are empty phrases; and 
you should not permit their use un- 
less you, the management, know 
your bank is friendly, helpful, and 
interested in the community, and 
why you and your officers know it 
to be so.—R. D. Mathias, president, 
Chicago National Bank, Chicago, 
Ill. 
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WHAT CAN BE DONE 


Fire can be controlled. While it is im- 
possible to completely eliminate this 
hazard, there is no doubt that the pri- 
mary cause is everyday carelessness. 
And that can be decreased by the ex- 
ercise of care and preventive action. 

The economic health of the nation 
is being seriously undermined by 
losses in human, physical and natural 
resources. The businessman and the 
civic leader should take the lead in re- 
ducing the terrific toll. In so doing, he 
not only will be serving his own in- 
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f injured. 


TO STOP THIS LOSS? 


terests but those of the country as well. 

In the long run, fire insurance rates 
are based on volume of losses so that 
care in preventing fire is good econ- 
omy as well as good sense and good 
citizenship. 


«THE HOME« 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. 
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Faster Work--Fewer Errors Result From 
Machine Posting Of Note Payments 


On a typical day, our note cage handles transactions 
(new notes, installments or final payments) on an 
average of one every two minutes. 


UR liability record is made up 

of a tray of cards. Each card 
represents a note and contains a 
record of payments. When a pay- 
ment is made, the note, this record 
card, and a receipt form are all in- 
serted in the National Cash Register 
Posting machine at the window, and 
identical entries are made on all 
three. 

The customer is then handed the 
receipt, which shows the date on 
which the payment was made, the 
amount of the payment, the balance 
of the note, the teller’s number, and 
the note number. The note number 
is the only identification on the re- 
ceipt. We think this is a protection 
to the customer, for it prevents any- 
one else from using the receipt if it 
is lost. 

It is easy to understand that the 
work of entering note payments is 
much more rapidly done when the 
three pieces of paper can be put 
into the machine at once and the 
entries made simultaneously and 
exactly alike. 


It is also easy to understand that 
fewer errors are likely to occur 
when the entries on all three are 
made by machine and must be ex- 
actly alike. If an error is made on 
the receipt, that same error is made 
on the ledger card and on the note 
itself. 


Accuracy is also furthered by the 
fact that the customer is handed 
a receipt showing both his current 
payment and his balance. He checks 
this, and if an error has been made, 
he is quite likely to notice it and 
call attention to the error before he 
leaves the window. 

In setting up the amount on the 
machine, the note teller sees the 
amount by observing the keys 
which have been depressed and is 
more likely to note an error before 
the printing is actually done. For 
these reasons, there are fewer er- 
rors made in entering note pay- 
ments. 
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By FRED L. O’HAIR 


President, Central National Bank 
Greencastle, Ind. 


Another important advantage of 
machine posting is’ that all neces- 
sary posting is completed at- once. 
In addition to providing a journal 
record, the machine credits the note 
and extends the new balance, and, 
at the same time, makes an identi- 
cal entry on the maturity tickler. 





Why Errors Are Rare When 
Note Payments Are 
Recorded By A Machine 


l. It is easy to understand 
that the work of entering note 
payments is very much more 
rapidly done when the three 
pieces of paper can be put into 
the machine at once, and the 
entries made simultaneously and 
exactly alike. 


2. It is also easy to under- 
stand that fewer errors are likely 
to occur when the entries on all 
three are made by machine and 
must be exactly alike. If an 
error is made on the receipt, 
that-same error is made on the 
ledger card and on the note it- 
self. 


3. Accuracy is also furthered 
by the fact that the customer is 
handed a receipt showing both 
his current payment and his bal- 
ance. 


4. In setting up the amount on 
the machine, the note teller sees 
the amount by observing the 
keys which have been de- 
pressed, and is more likely to 
note an error before the printing 
is actually done. 


At the end of the day, it is neces- 
sary only to clear the machine by 
printing the accumulated totals on 
a proof sheet and to balance the 
difference between debits and cre- 
dits against the cash in the cage, 
These printed totals go through the 
central proof machine for general 
ledger posting, and cage work is 
finished by refiling the notes and 
cards alphabetically and chrono- 
logically, respectively. Tickler cards 
are filed by date of next maturity. 

The date is set up and is auto- 
matically printed on all transac- 
tions for the day without depress- 
ing keys each time. This applies also 
to the teller’s designation. The tell- 
er, therefore, sets up the amount of 
the payment, the old balance, and 
the note number. By setting up 
those three items quickly on the 
keys of the machine, she completes 
the operation so fast that she can 
handle several times as many trans- 
actions as would be possible if en- 
tries were all made by hand. On a 
typical day, our note cage handles 
transactions (new notes, install- 
ments or final) payments) on an 
average of one every two minutes. 

Our customers are pleased with 
this system because they get a 
printed receipt. They are particular- 
ly pleased with the fact that this re- 
ceipt shows the remaining balance. 
Thus, they can watch the total of 
their liability to the bank become 
smaller, and this, of course is pleas- 
ing. Also, they become accustomed 
to their note number, and, if some 
error should be made in setting up 
this number, they would be likely 
to notice it quickly and, call atten- 
tion to the error. 

Sometimes, a customer brings a 
previous receipt when he makes a 
new payment. This, of course, is not 
necessary, but it provides further 
verification of the items entered. 


It is the teller’s job to watch in- 
dorsements closely. 
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THE EXTREME FLEXIBILITY of the National Multiple- 
Duty Accounting Machine permits its use on any 
posting work in any bank, large or small. 

The large bank uses it for the volume posting jobs 
which are ordinarily being done in a manual way. The 
small bank uses it on all, or any practical combination, 
of the following bookkeeping work: individual ledgers, 
general ledger, daily financial statements, regular mort- 
gages, F. H. A. mortgages, loans and discounts, payroll, 
and trust records. 

In just a matter of seconds the National Multiple- 
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A NEW, ILLUSTRATED, 64-PAGE BOOKLET describes the services of each of the 
many National machines expressly designed for bank use. Shows how they can 


for any posting 


Duty Accounting Machine changes from one of these 
jobs to another. Its removable form bars simply lift off 
and snap on—no screws, catches, or fittings to fuss with. 
Having standard keyboards, it can be operated by any- 
one who can type and run an adding machine. 

This is but one unit in the complete service which 
National offers for every department of every bank, 
large or small. They’re all described in the new, illus- 
trated 64-page booklet shown below. Your local 
National representative will be happy to hand you your 
copy. Ask for it, today. 


OHIO 


speed work in every department. Ask your local National representative to 


bring you your copy. You'll find it informative and helpful. Keep it handy. 
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Employee Education Is Continuous 


In Some Bank Staff Magazines 


Here are examples of the way educational matter is 
published in the employee magazines of five banks. 


N INTERESTING report from 

the president was included in 
a recent issue of The Dime’s Chimes 
published by The Dime Savings 
Bank of Brooklyn, New York. The 
report speaks for itself and is as 
follows: 


Report From The President 


Our continuous effort to augment 
and improve the bank’s services 
is resulting in some interesting 
changes. 


Preparations for the new Home 
Buyers Exhibition are well under 
way. We are quite proud of the pro- 
fessional modern treatment being 
given to its space on the second 
floor. In addition to an interesting 
display of building materials and 
equipment, the new exhibition will 
house the “Library of New Homes,” 
sponsored by the Long Island Home 
Builders Institute. This will include 
pictures, floor plans, etc., of homes 
being offered by the principal build- 
ers on Long Island. It will be a great 
public service and convenience for 
prospective home buyers, and at the 
same time, will enable builders to 
make an interesting presentation of 
their offerings. It should also em- 
phasize “The Dime’s” services to the 
community, particularly in the 
financing of homes. 

An evidence of the tremendous 
contribution “The Dime” is making 
to the reduction of the housing 
shortage is the fact that present 
construction loans and commitments 
to finance construction loans total 
2,743 in the amount of $30,171,705. 
This is in addition to other com- 
mitments mostly for financing 
homes totaling $1,834,819.07. 

Your continuous teamwork in 
serving our customers is certainly 
appreciated by them. They prove 
that by constantly increasing the 
volume of business they bring to 
“The Dime.” We had our record gain 
in deposits in January of $11,000,- 
000. During 1947, we invested $25,- 
632,324 in mortgage loans. By 
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March lst our resources had in- 
creased to $530,763,987.85 and we 
had already invested $4,864,579.29 
in mortgage loans as a starter for 
1948. 

To efficiently take care of the 
bank’s increasing activities, we are 
constantly making improvements in 
our methods. Since the beginning 
of this year, the Appraisal and 
Mortgage Application departments 
have been relocated and the Mod- 
ernization Loan Department has 
been moved adjacent to them’ on the 
fifth floor. The Fire Insurance De- 
partment has been moved to the 
third floor, adjoining the Mortgage 
Servicing Department. Preliminary 
studies are being made for an ex- 
tension of the Flatbush Branch. 
During the spring, a parking area 
will be opened for the Main Office 
customers on the plot now occupied 
by the taxi company on Fleet Street. 


Supplementing the work of the 
officers and department heads, the 
staff’s participation in our Sugges- 
tion System is a big help in stem- 
ming rising costs of operation. Im- 
portant suggestions for saving labor 
and material and eliminating un- 
necessary operations are constantly 
being put into effect. All suggestions 
are appreciated. Those accepted re- 
ceive cash awards, but an even 
greater benefit inures to the entire 
force. When unnecessary work is 
eliminated or more efficient ways 
are found to do necessary work, we 
are able to handle increasing vol- 
umes of business without material 
addition to the force. It is better to 
divide the payroll among five hun- 
dred persons than among six hun- 
dred persons. This enables the 
Bank to provide increasing benefits 
to the employees. An example of 
this is the increased benefits which 
were just made in the pension sys- 
tem. Keep on suggesting improve- 
ments — that which was _ good 
enough yesterday may be obsolete 
tomorrow. 

Plans are being made for a bank 
educational program, probably 


round table discussion groups, ques- 
tion and answer sessions, etc. De- 
tails will be published separately. 
Thanks for your co-operation.— 
George C. Johnson, President. 

In a recent issue of The Mariners’ 
Log, published by The Marine Trust 
Company of Buffalo, helpful infor- 
mation was provided regarding The 
Commodity Financing Department 
and is quoted as follows: 


The Commodity Financing 
Department 


The Marine Trust Company has 
for many years engaged in loaning 
funds against warehouse receipts 
covering merchandise and the as- 
signment of accounts receivable. 


Accounts receivable financing 
deals with lending against the 
pledge of accounts receivable, and 
warehouse financing deals with 
lending against the assignment of 
either public warehouse receipts or 
field warehouse receipts. 


Successful and well-managed 
companies, due to expanding busi- 
ness, or heavy investment in inven- 
tory and receivables, find them- 
selves from time to time short of 
immediate cash funds. Their finan- 
cial statements may not warrant a 
straight unsecured line of credit; 
but, in view of the fact that the raw 
materials are of a marketable char- 
acter and finished products are ac- 
cepted satisfactorily in the trade, 
and the accounts to whom they sell 
represent good underlying credit 
responsibility, they may apply for 
assistance from us through the 
medium of either accounts receiv- 
able or warehouse receipt financing, 
or both. 


In accepting good accounts re- 
ceivable and warehouse receipts as 
collateral, the bank is granted an 
opportunity to extend lines of credit 
to deserving customers beyond the 
amounts which would normally be 
available to them. Through this 
medium, the borrower is enabled 
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Test the advantages of 
sending your collections 


to 


Continental Illinois National Bank 
and Trust Company of Chicago 


Use of fastest available transportation and our nationwide 
network of correspondent banks assure quickest presentation 
and returns—often at favorable rates—on any draft, note, 


or other collection sent to us. 


Many banks and business houses save time and money by 
sending their collections to us, regardless of whether these are 


payable in Chicago or at other points in the United States, 


Perhaps our service will be useful to you. 


CONTINENTAL ILLINOIS NATIONAL BANK AND TRUST COMPANY OF CHICAGO 


CHICAGO 90, ILLINOIS 





Member Federal Deposit Insurance Corporation 


L 
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to carry himself over the peak 
period of his requirements. 

Marine’s Commodity Financing 
Department is set up with a per- 
sonnel which has gained experience 
in this line of endeavor, both from 
a theoretical and practical view- 
point and the job is not only to 
handle the loans which originate 
through Main-Seneca Office but also 
to lend assistance and counsel with 
respect to these types of loans car- 
ried on the books of all of our of- 
fices. 

It is necessary to maintain a close 
relationship with borrowers under 
this plan at all times, and in many 
instances monthly balance sheets 
and profit and loss statements are 
required. In other cases, these be- 
come quarterly or semi-annual re- 
ports. This department must have a 
full knowledge of the method by 
which the borrower maintains his 
books and make regular and fre- 
quent examinations of the borrow- 
er’s records, making certain that, 
at all times, the receivables pledged 
with us are in accordance with their 
books, that no offsets for returned 
merchandise or credit memos are 
allowed. 
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From the books, also, can be 
gained the benefit of the experience 
the borrower has had with its trade. 
Careful analysis must be made at 
all times of the underlying credit 
of receivables pledged, and records 
must be maintained by the depart- 
ment to see that payments are made 
in accordance with the terms of the 
invoices rendered. 

In the case of warehouse or in- 
ventory loans, continual care must 
be exercised in gaining knowledge 
that, if in the event it becomes ob- 
ligatory to foreclose upon our col- 
lateral, a reasonable and good mar- 
ket for the merchandise exists 
which would permit an orderly 
liquidation of it. Therefore, the 
Commodity Financing Department 
must maintain a constant record 
of the merchandise in warehouse, 
following the regular movement 
of it in its use in the business and 
also check market trends as to 
prices. Full insurance coverage 
reading to the bank must be in ex- 
istence and certificates of insurance 
filed with us for record purposes. 
Seasonal merchandise should be 
moved within the length of that 
season, as holding the merchandise 


over may allow deterioration and 
considerable lessening of value. 
This would indicate to the aver- 
age person that there is consider- 
able extra work in this activity; 
and that is acknowledged, but the 
bank is compensated for that addi- 
tional work through proper interest 
charges, and, in the case of accounts 
receivable loans, service charges 
measured against the turnover and 
activity in the account are made. 


“We Guess It’s The Law” 


A regular department in the Na- 
tional City News, published by the 
National City Bank of Cleveland, is 
most helpful to employees because 
it quotes legal cases and not only 
gives employees legal information 
regarding various situations but 
also inspires them to realize the im- 
portance of the law in connection 
with banking. 


An interesting department, pub- 
lished in a recent issue, labeled “We 
Guess It’s The Law,” By J. L. Grif- 
fiths and W. J. Papenbrock, read as 
follows: 


That a bank should “know its de- 
positor” is proven again in an in- 
teresting lawsuit decided by the 
New York Court of Appeals (Inter- 
national Aircraft Trading Company, 
Inc., vs. Manufacturers Trust Co., 
79 N.E. 2d, 249). 

The International Aircraft Trad- 
ing Co., Inc., entered into a contract 
with Lowell Cartridge Corp. for the 
purchase of ammunition, and In- 
ternational gave a check for $5,000 
to Lowell as an advance payment 
on the contract price. This check 
was drawn on Manufacturers Trust 
Co. of New York City. In the pre- 
liminary negotiations leading up to 
the signing of the contract, Inter- 
national dealt with three men who 
represented themselves to be officers 
of Lowell, a Massachusetts corpor- 
ation, and one of these men signed 
correspondence and other papers 
as President of Lowell. As a matter 
of fact, no corporation by the name 
of Lowell Cartridge Corp. was in 
existence at the time the contract 
was made or when the $5,000 check 
was presented and paid. 

The $5,000 check was used to 
open an account in a New York City 
bank in the name of Lowell Cart- 
ridge Corp. The bank took the check 
without endorsement, required no 
corporate resolution when the ac- 
count was opened, and permitted 
certain individuals to draw on the 
account until the $5,000 was used 
up. Upon receiving the check for 
deposit the receiving bank supplied 


BANKERS MONTHLY 





. Na- 
y the 
nd, is 
sause 
only 
ation 

but 
e im- 
ction 


pub- 
| “We 
Grif- 
ad as 


is de- 
n in- 
y the 
‘nter- 
pany, 
E Ca, 


Trad- 
itract 
or the 
d In- 
55,000 
yment 
check 
Trust 
> pre- 
up to 
Inter- 
1 who 
fficers 
orpor- 
signed 
yape;rs 
natter 
name 
vas in 
ntract 
check 


ed to 
k City 
Cart- 
check 
ed no 
ne ac- 
mitted 
on the 
s used 
ck for 
pplied 


ITHLY 


Sfese a ee : 
~~ OP Meek tee 
tod Sc tee ie : 


See this brilliant Monroe 
Star in action ... let its own peerless 
performance and operating ease give you a 
close-up of the unique advantages it offers . . . and 
you ll agree with those who say it is outstanding in its field. 
Who but Monroe, creators of the famed “Velvet Touch”, 
could produce a machine so smooth in action, so painstakingly 
designed for utmost utility? In simplicity, speed and quietness, it sets 
exceptional performance standards. It’s an operator’s dream come true! 
See this latest addition to the complete Monroe line of Listing 
Machines, Calculators and Bookkeeping Machines. Look up the near- 
est Mlonroe-owned branch in your telephone directory or write: Monroe 
Calculating Machine Co., Inc., Orange, N. J. 
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n its field 


This beautiful, streamlined adding- 
listing machine combines finger-ease key- 
tops with Velvet Touch. All operating 
controls scientifically grouped to give time 
and effort saving one-hand control. Complete 
visibility. Locked key accuracy. For added 
convenience front feed carriage takes forms 


up to 4%” wide. Model 410-11-011 
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the missing endorsement and pre- 
sented the check to Manufacturers, 
who paid it upon presentation. 

No cartridges were ever deliv- 
ered, whereupon International sued 
Manufacturers for $5,000, claiming 
that the payee was non-existent and 
the check should not have been paid. 
Manufacturers caused the present- 
ing bank to be made a party to the 
lawsuit. 


The bank defended the case on 
the theory that it was no different 
than the situation where a check is 
made payable to “John Smith” and 
delivered by the maker to a person 
thought to be John Smith, when in 
fact such person is really George 
Brown. In such a case the drawer 
intends that the actual person to 
whom he delivered the check should 
receive the liability. This rule has 
long been followed in many states, 
including Ohio, as is evidenced by 
the case of McHenry vs. Old City 
National Bank, 97 N.E. 395, decided 
by the Supreme Court of Ohio in 
1911. 


The Court however, thought the 
situation in this case was different, 
since the payee was intended to be 
a corporation which in fact did not 
exist and in deciding the case fol- 
lowed the rule laid down in Swift 
and Co. vs. Bankers Trust Co., 280 
N.Y. 135, where the court said: “If 
construed in accordance with the 
law of New York where it was made 
payable, it constituted an order 
to pay to a non-existent person; in 
other words, it was a check without 
a payee to whom it could be deliv- 
ered, who could transfer it or who 
could demand or receive payment. 
Such a check is a mere scrap of 
paper creating neither right nor 
obligation. 


Judgment for $5,000 was rend- 
ered in favor of International 
against Manufacturers, and in the 
same case Manufacturers recovered 
a judgment for $5,000 against the 
bank of deposit on whom the loss 
ultimately fell. 


All parties could have been saved 
from loss and expense if the bank 
of deposit had required a proper 
corporate resolution when the ac- 
count was opened, and had made 
inquiry concerning the existence 
and financial.responsibility of its 
new depositor. 


Hints On Handling Customers 


The employees of the Union Dime 
Savings Bank of New York City 
gained considerable information 
from such items as the following 
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published in a recent issue of The 
Dime, a staff magazine: 

From time to time we get some 
unusual requests in this banking 
business and from time to time we 
are able to comply. From time to 
time, too, we have to decline with 
regrets. 


Not long ago Bud Thomas was 
very expertly lulling a little pick- 
aninny while his mother transacted 
her business. Service is our motto. 
We had to decline the request of 
one depositor who asked us to 
“Please send me New York City.” 
There was heartbreak and pathos 
when a woman declined a bank 
check and insisted on a money 
order. She was sending the money 
to her son, and Sing Sing regula- 
tions demanded that only money 
orders be sent. A: request for a 
Gleemasaber would have baffled 
most of us, but Allyn Bowers whip- 
ped out a dime saver and saved the 
day. 

Several vets have come in to ask 
for their $2,000 and gone away 
disappointed as did one enterpris- 
ing young man who had a vacant 
lot in British West Indies and felt 
sure we and Uncle Sam could 
finance a deal. 

One young man has our sym- 
pathy and understanding. He asked 
for a money order. “Foreign or 
Domestic,” asked Kitty. 

“Foreign,” came the reply, “I’m 
sending it to Brooklyn.” 

An enterprising WAVE felt quite 
sunk when we turned down her ap- 
plication for G.I. loan upon a very 
staunch house boat. Dom Borell was 
quite nonplussed at the request that 
he help a depositor get a divorce. 
George Mihan on the other hand 
was asked to purchase a wedding 
and engagement ring for one of our 
eager young men. For a Sergeant 
stationed overseas, he was able to 
buy a very handsome set of dishes 
with an assist from R. H. Macy. 

Mabel Thompson gets all kinds. 
Many is the budget she has helped 
work out so that the Pooch might 
continue to have a happy home. 
People with substandard income 
have come to her for help and so 
have those who struggle along on 
$15,000. She helps them all. 

One depositor arranged for us to 
send his aged mother a monthly al- 
lowance. She would stagger down 
to the bank and redeposit part of it 
to her son’s account. When this was 
drawn to our depositor’s attention, 
he declined to make any changes 
since he didn’t want to confuse his 
mother with arithmetic. 


A depositor searching for knowl- 
edge asked Phyllis Hadley the 
meaning of “disillusioned.” She 
replied... “If you have always 
thought something particularly 
wonderful and find out one day 
that it isn’t . . . you would be dis- 
illusioned” . . . The man thought 
deeply, light-struck. “Ah,” he 
beamed, “you mean like women.” 

Another man was willing to open 
up a Vacation Account, a $200 ac- 
count, provided we would tell him 
where to go. 

We thought we were doing well 
when we received this letter from 
India: 

Dear Sir: 

You shall be glad to know that I 
seek to represent you in the Indian 
Dominion. Therefore, please send 
me your items of Agency for India, 
Burma and Ceylon and mail me 
your business items. 


From “Bankamerican” 


Similar information as to inter- 
esting experiences of various em- 
ployees is published in The Bank- 
american, employee magazine of the 
Bank of America, San Francisco, 
California. The following are inter- 
esting examples: 

A sailor who figured his uniform 
and face would put him over any- 
where figured wrong when he pre- 
sented a forged check to teller Lois 
Johnson, North Park. Cold-blood- 
edly, Lois telephone-checked with 
the purported maker. The , good- 
looking sailor left to find a woman 
teller who is more appreciative of 
good-looking sailors. 

One of Long Beach Main’s Tellers 
is still muttering to himself about 
the inadequacies of the English lan- 
guage. 

Seems that an elderly lady pre- 
sented a counter check at his win- 
dow, but had neglected to sign it. 
The teller, handing the lady a pen, 
said: 

“You'll have to sign it yourself.” 

She did—and returned to him the 
check signed “YOURSELF.” 


* . * 


From now on, one 2l1st & Irving 
teller will believe that “A name is 
a name is a name.” A customer de- 
scribed by correspondent Clare 
Reynolds as “a very charming look- 
ing young lady” presented the teller 
with a check decorated with a large 
crest and drawn on a Delaware 
bank. “Oh, I suppose you are one 
of the DuPonts,” teased the teller. 
“Yes, I am,” replied the customer. 
She endorsed the check “Margaret 
DuPont.” 
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NO. 18 IN A SERIES OF COMMUNITY BUILDER STORIES... 


“Working together, we're planning 


A New Broiler Industry in our Community” 


Say Banker EARL M. REASOR 


lood- 

with Vice-President of the Carter County Bank, Mr. 
good- Reasor says: “I’ve financed thousands of cattle and 
roman know that sound bank financing can build the in- 
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come of an agricultural community. In 20 years’ 
experience with cattle, I’ve never had a loss financ- 
ing them. Poultry financing is something new to 
me, but I know that a good broiler industry would 
help build the Elizabethton community through 
added income, diversified business activity and bet- 
ter quality poultry for housewives and restaurants.” 

Purina Dealer F. O. Alexander says: “In my 15 
years of experience with Purina, I have helped to 
launch broiler projects in New England, Ohio, 


and Purina Dealer F. O. ALEXANDER 
of Elizabethton, Tenn. 


Indiana, Illinois and several other places. I believe 
a similar program can be successful in Elizabethton 
— if the producers are wisely selected and super- 
vised — and if they can get sufficient financing to 
operate on a profitable basis.” 

Says Reasor: “I can supply the financing to men 
of character and ability.” 

Says Alexander: “I am experienced in selecting 
and supervising feeders who have ability and can 
supply to them our Purina Program which is backed 
by years of experience and research.” 

Say both: “We're going to build a broiler industry 
in our community.” 


OPPORTUNITIES IN YOUR COMMUNITY 


Partners in COMMUNITY BUILDING 
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There are new opportunities for community building in 
your town, too. Make it a point to talk over the live- 
stock and poultry possibilities of your area with your 
Purina Dealer soon. 


If you do not have a Purina Dealer in your town now, 
find out about the Purina Franchise as an opportunity 
for young men in your community. Purina Chows for 
livestock and poultry and Purina Sanitation Products 
are distributed from 32 strategically located plants and 
carry the Checkerboard label, rural America’s best 
known trademark, 

Franchises are open in some communities now. Find 
out about this valuable franchise for the new business 
prospects of your community. Write today to Dept. C, 


RALSTON PURINA COMPANY 
1600 Checkerboard Square « St. Louis 2, Mo. 





Congestion Reduced, Costs Cut 


By Staggering Monthly Statements 


ROM a cost reduction, as well as 

an operational standpoint, our 
greatest improvement within recent 
years has been the staggering of 
monthly statements on all individ- 
ual checking accounts. 


Statements on our pay-by-check, 
or no minimum balance, numbered 
accounts have always been stag- 
gered, and we have prepared and 
mailed each depositor a statement 
of his account each 90 days. 


Business Accounts Were All Put 
Into One Ledger 


Before going on the staggered 
basis, the head bookkeeper and 
auditing department removed from 
the ledgers all ledger sheets desig- 
nated as, or which we believed to 
be, business accounts. In other 
words, the sheets were segregated 
where an account was carried under 
the name of an individual, but 
whose printed checks indicated that 
it was a grocery or some other busi- 
ness account. We endeavored to 
leave only personal or husband and 
wife classification accounts on our 
five bookkeeper sets composed of 
three individual ledgers each. The 
ledger sheets thus withdrawn were 
transferred to the company account 
ledger, designated as set No. 7. 


We use Recordak and single post- 
ing. All debits are posted individ- 
ually on our pay-by-check, individ- 
ual and company account ledgers. 


Commercial and business or com- 
pany account statements are made 
up on the first business day of the 
month, as of the month-end, and 
are available to the customer on 
the second business day of the 
month. Any customer, by request, 
may have his statement made up at 
the month-end rather than accord- 
ing to our schedule. I would esti- 
mate that such requests are less 
than 1%, usually from business 
men; and if the activity in the ac- 
count or their printed checks justi- 
fies, the account would be trans- 
ferred to set No. 7 to avoid possible 
mailing errors. 
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By H. A. OSMENT 


Comptroller, The Fourth National Bank in 
ichita, Kan. 


Our experience on staggering 
statements has been of the best; not 
only has it been exceptionally well 
received by depositors, but from an 
internal operation, as well as an 
auditing point-of-view, it is tops. 


First, from the customer’s angle, 
it furnishes him with a monthly 
statement, delivered regularly to 
his home or office where it can be 
inspected and reconciled, thereby, 
saving him the inconvenience of a 
trip to the bank and the possibility 
of having to wait in line for his 
statement. 


Less Overtime Work Is Needed 


Second, the entire personne] has 
been relieved of accepting certain 
essential assignments on the last 
and first business days of each 
month. These assignments included 


Three Benefits Of Staggering 
Monthly Statements 


1. A monthly statement is 
mailed regularly to the custom- 
er's home or office. This saves 
him. the inconvenience of wait- 
ing in line for his statement, and 
eliminates lobby congestion and 
irregular pressure on bank per- 
sonnel. 


2. The plan avoids error, the 
need for extra supervision, and 
loss of time which were the re- 
sult of assigning everyone to 
assembling statements at the 
end of the month. 


3. Eliminates much overtime 
at time-and-one-half pay. 


such jobs as counting checks, count- 
ing debit postings on ledger sheets, 
wrapping statements, filing state- 
ments, posting analysis data from 
deposit tickets, photographing and 
cutting ledger sheets, and so forth. 


Employees doing work with 
which they were not very familiar, 
and new employees doing the work 
for the first few months, required 
constant supervision, and made it 
imperative that extra precautions 
be taken to insure that all debits 
for the last day of the month had 
been photographed and cancelled, 
and that full sheets had been prop- 
erly sorted in, and so forth. 


By staggering statements we elim- 
inated a great amount of overtime, 
at time-and-one-half pay. This 
change in procedure alone reflected 
a saving in our cost, and, in addi- 
tion, eliminated many errors and 
the usual month-end confusion. 


Our bookkeeping procedure is as 
follows: Daytime bookkeepers 
sight-pay all checks received that 
day; another crew of bookkeepers 
post the checks that night. About 
7:00 a. m. on the following business 
day, the checks are photographed, 
then handed to the paying and re- 
ceiving tellers, who inspect them for 
signature, alterations, date, and 
other irregularities. Final payment 
having been approved, the debits 
are then cancelled and delivered to 
the filing department. The paying 
or posting bookkeepers and tellers 
are now completely out of the oper- 
ation. 


Statements Are Photographed 
Before Mailing 


According to the schedule en- 
closed, regular statement clerks 
transfer the ledgers, count the 
checks, count the ledger postings, 
photograph the ledger sheets on the 
regular Recordak machine, then an- 
other clerk photographs the sheets 
on a Junior Model Recordak for the 
auditing department. The statement 
clerks then prepare the statements 
and insert them in window enve- 
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A Bank Is Known... 


.... by its initiative in 


helping correspondent banks when 


unusual situations arise. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 


November, 1948 





By making up statements at various times during the month, the Fourth National Bank in 
Wichita avoids the peak load periods and overtime work encountered by those banks 
where all statements are prepared and mailed at one time. 


lopes and deliver them to the mail- 
ing department. 


From the schedule you will note 
that statements are prepared from 
the 5th through the 25th of each 
month and that six “skip days” are 
shown. From the 28th through the 
4th the statement clerks are assist- 
ing on company and commercial 
account statements; and the “skip 
days” take care of Sundays, holi- 
days and the extra work around the 
15th of the month, 


The fact that this plan has great- 
ly lessened lobby congestion, around 
the first of the month, and has been 
very favorably accepted by our de- 
positors leads us to believe that we 
have improved the bank’s service, 
and bettered customer relations. 


Changes Helped To Lower Costs 


Other changes, enumerated be- 
low, have been beneficial in lower- 
ing our costs. 


1. We redesigned telegraphic con- 
firmation blanks, exchange, 
wire, and postage charge ad- 


vices to fit window enve- 


lopes. 


2. We redesigned deposit slips to 
show analysis data on the 
face rather than the back. 

3. We use window envelopes for 
mailing statements. 


Alphabetical order of 


Preparation of Statements 


A 

Bf 
Carr 
D 

ia 

Gp 
Hi 
Joi 
Lf 
Me 
° 
Rees 
Sf 
Stp 
Wat 


Bez 
Carq 
Cz 
E 
Go 
Hh 
Joh 

. Lez 
Mc 
N 
Reer 
Sez 
Stoz 
Was 
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. We now use an automatic feed 
Addressograph, which, in 
one operation, prints the 
customer’s name and address 
and the effective date of the 
statement. 

5. We promote the use of per- 
sonalized checks by our cus- 
toiners. 

. We promote pay-by-check (no 
minimum balance) accounts, 


An Information Desk 
Conserves Time For 
Customers And Officers 


An Information Desk makes a 
very favorable impression on stran- 
gers, and it conserves the time of 
both customer and officer. 


In smaller banks, the attendant 
may also keep track of the where- 
abouts of officers and answer their 
telephones when they are away 
from their desks. The Information 
Desk also prevents circumstances 
where a customer waits to see one 
officer only to find that it is neces- 
sary to see a different officer and 
perhaps wait once more. 


I do not believe that it is desir- 
able to set up an Information Desk 
and just assign to that desk an at- 
tractive girl with a fair knowledge 
of the bank. Some officer should see 
that the attendant is well trained 
for the job. Two important rules to 
consider are: the attendant shall be 
alert; she shall rise from her chair 
to answer questions when someone 
seeks for information.—Phillip K. 
Barker, vice president, Granite 
Trust Company, Quincy, Mass. 


SCHEDULE SHOWING 

STATEMENT PREPARATION AND DELIVERY DATES 
UNDER 

NEW MONTHLY STATEMENT PLAN 


5th 
6th 
7th 
9th 
10th 
11th 
13th 
14th 
17th 
18th 
19th 
21st 
22nd 
23rd 
25th 


To be Prepared 
Close of Business 


Ready for Mailing 


8th day of month 
9th 9 

10th 

12th 

13th 

14th 

16th 

17th 

20th 

21st 

22nd 

24th 

25th 

26th 

28th 


day of month 





DOUGLAS 


WAREHOUSE CORPORATION 
“The Bankers’ Field Warehouse Company” 


NEW ORLEANS |, La., 118 North Front St 
NEW YORK 4, N. Y, 50 Broad St 
CHICAGO 2, Ill., 173 W. Madison Street 
ATLANTA 3, Ga., Hurt Bldg 


Experience not experiment is the basis on which we win and 


hold customers for our warehouse receipts and your inventory loans. 


And experience has proved that borrowers who use field 


warehousing as a regular source of bank credit—before they are 


required to do so—derive the most profit from our services and yours. 


To increase your volume of secured loans, recommend Douglas- 


Guardian field warehousing for routine as well as special financial 


requirements. When YOU make the loans, we'll make them SAFE. 


May we send you a copy of our NEW booklet “Our Story Has 


Three Sides?” Just write our nearest office. 


-GUARDIAN 


MEMPHIS 3, Tenn., Porter Bidg 
PHILADELPHIA 2, Pa., Girard Trust Bidg 
PORTLAND 4, Ore., U.S. Nat‘l. Bank Bidg. 
ROCHESTER 4, N.Y, Commerce Bldg 


CLEVELAND 14, Ohio, Union Commerce Bidg SAN ANTONIO, Texas, 126 Southway Drive 


JALLAS |, Texas, Tower Petroleum Bidg 
OS ANGELES 14, Coalif., Garfield Bldg 
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SAN FRANCISCO 4, Calif., 300 Montgomery St 


SPRINGFIELD 3, Mass., 172 Chestnut St 
SPRINGFIELD, Mo., McDaniels Bldg 

TAMPA 2, Fla., 416 Tampa St 

HARTFORD 5, Conn., 945 Asylum Ave 

KANSAS CITY, Mo., 1207 Grand Ave 
JACKSONVILLE I, Fla., 601 Florida Theater Bidg. 
PHOENIX, Ariz., 1516 Flower Circle North 
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A Loan Is A Tool To Be Used 
For The Welfare Of Mankind 


ENJOY the lending part of bank- 
ing very much. Here, I feel, is 

where I have the opportunity to 
make my bank a tool to be used for 
the welfare of my fellow man. I 
know that the loan will increase the 
flow of earnings for my bank, but 
there is no fun or particular satis- 
faction in being conscious of that 
fact. After all, while a favorable 
effect on bank earnings is the rea- 
son why we make loans, I cannot 
see any particular glory in this as- 
pect of lending. 

Lending really provides thrills 
and satisfaction when one views it 
in the light of service to human 
beings. Here, one can perceive the 
satisfaction realized by others when 
the proceeds of the loan become 
available. 


Perhaps the loan means a much 
needed home for the borrower. 
Maybe that short loan to provide 
funds to pay the nearly due life in- 
surance premium has lifted a men- 
tal load from the mind of the bor- 
rower. Many times, I have seen 
father and young son happily leave 
our bank after the son had suc- 
ceeded in obtaining funds bor- 
rowed to purchase a choice heifer to 
enter in his high-school Future 
Farmers project. 


Many a time I have had the satis- 
faction of observing the look of 
relief which came over the young 
couple, who, at the time, were fac- 
ing their first “blessed event” rather 
short of necessary funds, when as- 
sured that additional funds could 
be borrowed from our bank. 


In each of these instances, it is 
clear that a constructive service to 
human beings has been performed. 
These services have brought happi- 
ness to and improved the welfare 
of the persons affected. Our bank 
has in these instances served a 
worth-while purpose in the com- 
munity. 

On the other hand, making funds 
available when such funds can be 
used by a borrower may not always 
be a service to one’s fellow man. 
There are instances where a better 
service can be performed by declin- 
ing to lend funds asked for. Will the 
would-be borrower be better off if 
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By W. O. DRUFFEL 


Cashier, Security State Bank, Colton, Washington 


the loan is not granted? Or, will the 
community as a whole be hurt in 
the event this loan is granted? All 
such things must be considered. 

After all, it is part of the lending 
officer’s job to consider the effect 
his action will have upon the appli- 
cant for a loan and the public at 
large as well as on.his bank and 
himself. Constructive service in- 
cludes refusal to lend where such 
refusal is for the best interests of 
the applicant and the public in gen- 
eral, Should a banker lend to a 
bootlegger to enable that bootlegger 
to carry on his illegal business? To 
me there is but one answer, and that 
is “No!” 

Constructive service to mankind 





does not end with making the loan 
or declining to make the loan. The 
lending officer must undertake to 
study and learn about the applicant 
and his environment. He thus comes 
to know the applicant and whether 
or not the loan may be justified. 
Getting well acquainted does not 
stop with the lending officer learn- 
ing all about the applicant. The 
applicant must learn to know the 
lending officer and his bank to bring 
about mutual understanding and 
confidence. 

Actually, what the lending officer 
is doing is to begin a good job of 
LEADING. The first requisite of a 
leader is to gain the full confidence 
of the person being led. If the lend- 
ing officer has established himself 
thoroughly as the leader, his bor- 
rower will have full confidence in 





The Best Type Of Borrower Has Eight Characteristics 


1. He is an individual who has 
a real need for and wants the 
commodity I have to offer. 


2. The type of business must 
be one that is stable. 


3. The size must be such as fits 
the capacity of the borrower. 


4. Since a loan is set up on the 
basis of ability to pay, it is natu- 
rally presumed that the money 
to pay this loan must come from 
what the individual earns, how- 


ever the individual earns it. 


5. The type of man who will 
make the best risk is the one who 
borrows only because of need. 


6. He must have been taught 
self-denial when young, either 
through need or through wise 
parental instruction. 


7. He must have good judg- 
ment and a reasonable confi- 
dence in his fellow man. 


8. He needs a good wife. 
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LP RESENTING .. . the first book- 
* ™ keeping machine styled in the 
modern mode—with that rare beauty of 
truly functional design. And inherent in 
this distinctive machine are new features 
that speed and simplify the production 
of every accounting record. 

The Foremost is fashioned for effi- 
ciency in business administration—fash- 
ioned for faster accounts receivable, for 
more detailed accounts payable, for com- 
plete payroll records—as well as for every 


other phase of management control. 

Combining the maximum in owner- 
utility with singular operator-appeal, this 
completely electrified bookkeeping ma- 
chine is designed to produce the results 
you require—at lower cost. See it today! 

Call your local Remington Rand spe- 
cialist, or write Department BM-1I1, 
315 Fourth Avenue, New York 10, N,. Y. 


Remiaglon Read 





Lending really provides thrills and satisfaction when one views it in the 
light of service to human beings. 


him, and this confidence will carry 
through the existence of the lender- 
borrower relationship. A happy 
and successful business transaction, 
beneficial to both, will be the result. 

No lender is so wise that he can 
know all the answers, and the same 
is true of the borrower. Therefore, 
part of the constructive service con- 
sists in counseling and in being 
counseled. It is merely a matter of 
human relationship. 


Characteristics Of An Ideal 
Borrower 


The type of borrower who pleases 
me most is the individual (individ- 
uals grouped become corporations) 
who fits into the general pattern set 
forth in the preceding paragraphs. 

He is an individual who has a 
real need for and wants the com- 
modity I have to offer. My stock in 
trade must have a very definite 
value to him. Then, by benefiting 
the individual, I benefit the com- 
munity in general. 

In other words, my stock in trade 
must render a service. I do not care 
what type of business, the size, nor 
from what source the money to 
make repayment is to come, provid- 
ing all this affects human beings 
beneficially. 

Of course, the type of business 
must be one that is stable, The size 
must be such as fits the capacity of 
the borrower. Since a loan is set up 
on the basis of ability to pay, it is 
naturally presumed that the money 
to pay this loan must come from 
what the individual earns, however 
he may earn it. 

A type of loan which has proved 
very satisfactory to our bank is the 
loan for the purchase of a._home by 
a couple who really need a home, 
the size of the home and the loan 
being based upon need rather than 
ambition. 

The type of man who will make 
the best risk is the one who borrows 
only because of need—a loan will 
be of much value to him. Then, too, 
he must have been taught self-denial 
when young, either through need 
or through wise parental instruc- 
tion. He must have. good judgment 
and a reasonable confidence in his 
fellow man. 
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He needs a good wife, too. In fact, 
I rate the wife as of very great 
importance. I find that a good wife 
and mediocre husband combination 
is a better credit risk than a good 





There Is Satisfaction In 
Lending To Worthy 
Borrowers 


1. Perhaps the loan means a 
much needed home for the bor- 
rower. 


2. Maybe that short loan to 
provide funds to pay the nearly- 
due life insurance premium has 
lifted a mental load from the 
mind of the borrower. 


3. Many times, I have seen 
father and young son happily 
leave our bank after the son had 
succeeded in obtaining funds 
borrowed to purchase a choice 
heifer to enter in his high school 
Future Farmers project. 


4. Many a time I have had the 
satisfaction of observing the look 
of relief which came over the 
young couple, who, at the time, 
were facing their first “blessed 
event” rather short of necessary 
funds, when assured that addi- 
tional funds could be borrowed 
from our bank. 





Characteristics Of Some 
Undesirable Loan Applicants 


1. They lack the sense of re- 
sponsibility needed. 


2. They request a loan with- 
out having considered all fac- 
tors thoroughly. 


3. After they obtain the money, 
their sense of obligation does not 
cause them to make prompt pay- 
ments. 


4. They are inclined to be care- 
less in all business matters. 


husband’ and mediocre wife com- 
bination in the case of home and 
similar loans. The wife is a very im- 
portant person in the borrower- 
lender relationship. 

Perhaps the most important rea- 
son why other borrowers do not 
make as good use of bank money 
as the ones I describe is that they 
lack the sense of responsibility 
needed. First, they request the loan 
without having considered all fac- 
tors thoroughly. Then, having ob- 
tained the loan, their sense of obli- 
gation is not as great as it should 
be. Others are simply too careless. 


Farm Machinery Paper 
Most Satisfactory 


For the past twelve to fifteen 
years we have handled farm ma- 
chinery loans direct with the 
farmer, or where dealers took paper, 
we have always been glad to buy 
all they offered, provided it was 
given by farmers in our general 
territory. 

All of this business has been very 
satisfactory to us, and there has 
been practically no repossessing. 
However, we recognize the fact that 
for the last ten years prices have 
been advancing generally. In other 
words, everything was on the up 
and up, with a shortage, in general, 
and any farmer who failed with a 
crop could readily sell out to some- 
one else. For that reason, this class 
of paper has been A-1. 

During the last two to three 
years, dealers offered little paper, 
as they simply did not have any 
merchandise to offer. When a dealer 
could fill an order for any unit, the 
bank was glad to finance the whole 
deal. This condition will change of 
course. Hundreds of these farmers 
need up-to-date and new equip- 
ment, and we expect a larger vol- 
ume of this paper as machinery be- 
gins to flow more freely. 

In general, we have found this 
farm machinery collateral just 
about tops and enjoy handling it.— 
W. S. Posey, president, The First 
National Bank, Lubbock, Tez. 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office + 55 WALL STREET + New York 


Condensed Statement of Condition as of September 30, 1948 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


(dn Dollars Only— Cents Omitted ) 


ASSETS 


Cash, Gold and Due from Banks....... 


United States Government err (Direct 
or Fully Guaranteed). 


Obligations of Other Poderel Agencies 

State and Municipal Securities.............. 
Other Securities. 

Loans and Diessunte. ; arated 

Real Estate Loans ond Seuurities. " 
Customers’ Liability for Acceptances... . 
Stock in Federal Reserve Bank.............. 
Ownership of International Banking Corpora- 


a a crak iacak-Sbe vas ne wale ante alts 7,000,000 
Bank Premises............ 27,843,118 


Other Assets........ 2,661,774 


$1,547,041,950 


1,584,583,351 
20,569,603 
263,166,196 
78,822.061 
1,349,605,149 
2,731,430 
21,217,081 
7,200,000 


| EPC PTET TET eT Tree eT Cr $4,912,440,813 


LIABILITIES 


Deposits. . Fie 
( Includes U.S. War Loan Deposit $45, 046, 431) 
Liability on Acceptances and Bills. . $35,172,348 
Less: Own Acceptances in Port- 
Oe Mieeten on 
Items in ‘Treuit with Shrenedin. 


$4,567,484,131 


24,432,869 
6,864,553 


Reserves for: 
Unearned Discount and Other Unearned 
Income...... aa 5,757,388 
Interest, Taxes, Other Accrued Expenses, etc. 29,247,090 
Ce eer eee. a rae 2,325,000 
ee er ay 
Surplus....... webs oes ccoas ROR OROOe 


Undivided Profits. 36,329,782 276,329,782 


PP eT eT TET TET Pere T or $4,912,440,813 


Figures of Foreign Branches are as of September 25, 1948. 


$320,142,528 of United States Government Obligations and $737,230 of 
other assets are deposited to secure $216,951,291 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
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Office Accidents Prevented By 
Calling Attention To Hazards 


The following article appeared in the employees’ magazine “Land- 
mark,” published by the Land Title Bank & Trust Company of 
Philadelphia. It has been so helpful in this institution in prevent- 


ing accidents that it is reprinted here for the benefit of other banks. 


AFETY records show us that 
next to the hazards of the 
crowded highway—which annually 
take a toll of drivers, passengers, 
and pedestrians scarcely less as- 
tounding than atomic warfare— 
your own home is the greatest 
menace to life and limb. There’s the 
slippery bathtub, the kid’s toys 
underfoot, the wife’s preference for 
using collapsible chairs to reach 
high shelves, and so on. 
But did you ever consider the 


1. Poor Rosalie! Someone forgot to close 
the upper drawer of the file cabinet and she 
almost fractured her skull after picking up 
some papers that had dropped to the floor. 
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By HARRY K. LOPER 


Assistant Secretary 
Land Title Bank & Tfust Company 
Philadelphia, Pa. 


— 


2. Bill Brooks really isn’t big enough to 
wrestle with a heavy file cabinet, but acci- 
dents do occur if you pull out the heavily 
loaded top drawer too quickly. 


dangers lurking in the office? Land 
Title sells no accident insurance and 
has no selfish reason to worry about 
the number of times you stumble 
over a drawer left open, impale 
yourself on a filing spike, cut an 
artery on a shattered glass top or 
injure your sacroiliac by skidding 
on a slick floor. 


Unintentional Mayhem 


It just occurred to the editors that 
a few safety tips-might be appre- 
ciated by our employees. You may 
be surprised to find how many 
methods of unintentional mayhem 
are present in a modern office build- 
ing. 

Some of our employees have con- 
sented to act as models in picturing 


a few of the possible sources of 
danger, Of course, none of them 
would be guilty of doing such things 
and we hope you won’t either. 

Did you ever realize the vicious 
nature inherent in standard steel 
filing cabinets? Sure, they look in- 
nocent enough, but you could frac- 
ture your skull raising up from tak- 
ing papers from a lower drawer 
only to find that someone had for- 
gotten to close the top one, as 
Rosalie Mollinger of Time Sales is 
doing. 

Be careful when pulling out the 
full top drawer of a cabinet or you 
may find yourself in the position of 
Bill Brooks, Central Files— and 
take it from Bill, it’s not a com- 
fortable position—even when we 
placed it gently on him for this shot. 

Persons working in filing sections 
quite often cut their fingers on 


3. A desk drawer left open becomes a 
hazard when someone moves quickly with- 
out remembering that the drawer was not 
closed. 
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metal fasteners or on edges of paper. 
Rubber finger guards are not always 
practical, but you can prevent infec- 
tion by taking proper first-aid pre- 
cautions. 

George R. Davidson, Loan De- 
partment, is showing what can hap- 
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4. Casters are put on chairs to make it 
easy to roll them backwards and forwards. 
That's why Mildred McVey is in great danger 
of a serious spill when she uses a chair 
rather than a step ladder. 


5. Alice was in too big a hurry to move 
the heavy desk to wait for some stronger 
person who knows how to lift. There is al- 
ways danger of straining back muscles when 
the lifting is not done properly. 


pen if you leave the bottom drawer 
of your desk open and then sud- 
denly, not realizing it is open, leave 
your desk. All file drawers, desk 
drawers and desk slides are a men- 
ace to life and limb if left open. 

A very bad habit is the placing of 
broken glass in waste baskets. This 
doesn’t hurt you but it is tough on 
the cleaners. Wrap such broken 
glass in heavy paper, marked 
“broken glass” and place beside the 
waste basket. 


Climb On Ladders—Not Chairs 


Mildred McVey, Tellers, is show- 
ing how not to reach something on 
a higher cabinet or shelf. Let some- 
body taller do it or get a ladder. 

It shouldn’t be necessary to men- 
tion this, but never toss a lighted 
cigarette out of the office window. 
Why? Are you kidding? 

If you are a gentleman of the old 
schoo] and always take off your hat 
in an elevator, here’s one word of 


advice. Don’t! At least, not in a 
crowded office elevator. The aver- 
age male cannot perform that act 
without jabbing a sharp elbow into 
his fellow passengers or otherwise 
disturbing their peace and comfort. 
And you might even knock out the 
lady you’re trying to impress! 
Don’t try to move or lift heavy 
objects as Alice McIlhenny, Book- 
keeping, is trying to do. Get some- 
body who knows how to lift—by 
leg action, not back action. 
Modern desk sets slant pens to- 


6. Rollers on file cabinet drawers make 
it easy for a person to let the drawer roll 
shut on his fingers. 


ward the person using the desk. 
Sometimes these tips are sharp 
enough to create nasty puncture 
wounds when someone reaches over 
too far to pick up something nearby. 

Never carry a pen or pencil in 
your mouth. Why? Need you ask? 
Besides, it’s unsanitary. 

Back to filing cabinets again. 
CLOSE—don’t slam—file drawers, 
and do it with hand on the handle, 
not with fingers over the top edge 
as Russ Pinker is doing. 


Watch your fingers when you 


THE STORY OF “OFFICE HAZARDS” 


The pictures illustrating our story of “Office Hazards” 
were taken in our bank, with our own employees acting as 
models. 

The story of “Office Hazards” came about in this way. 
At a staff meeting, the question of safety came up. We had 
noticed that many employee publications stressed safety, 
usually where a plant and heavy machinery were involved. 
The bank had recently opened a dispensary and a check 
revealed that accidents of a minor nature did happen here— 
usually as a result of carelessness. It was decided that an 
article about such actual happenings and some that could 
happen would make a good story. 


So, using all possible sources, such as employee publi- 
cations, safety pamphlets, statistics, etc., the story was 
prepared, changed, rewritten and finally cut down to three 
pages and published under the title of “Office Hazards.” 
The title was borrowed from a pamphlet, the issuer of which 
I can't recall and the copy of which I do not have. Some of 
the “accidents,” such as falling over a desk drawer, mash- 
ing a finger in a vault door and cracking the head on an 
open drawer have actually happened to our personnel. 
Others were either gleaned from some other source, or just 
plain made up as a likely happening.—Harry K. Loper. 


November, 1948 





lL, means a lot to bankers to know that 
Recordak—the company that pioneered 
modern automatic microfilming and its 
application to banking systems 20 years 
ago—has the Eastman Kodak Company 
behind it. 

' Tt means that Recordak equipment — the 
reproducing and viewing units—is right photo- 
graphically in every detail. For it’s made by 
Kodak. And as the foremost manufacturer of 
photographic apparatus and materials, Kodak 
not only knows cameras, lenses, films, lighting 
—it also knows how they must be integrated 


to give the most efficient result. 


It means that the film is right, too. Right 


for the equipment—right for the exacting job 



























....the photographie banking 
service with Ixodalk 
. behind ii 





of photographically reducing documents to very 
small images on film. Right—because Kodak 
designed, engineered, and produced both the 
equipment and the film to work together as a 
unit... for just that purpose. 


And it also means that the film processing 





offered by Recordak is right. It just couldn't 
be otherwise—bankers realize—with Kodak- perfected technics and equipment controlling 
the process every step of the way. 

Sound backing, this—Kodak backing—and 
it is behind Recordak in every phase of its 
service to banking. To learn more about the 
significance of the Recordak service itself. . . 
product of 20 years’ experience devoted to 
microfilming and its banking application . . 
write for the Recordak booklet, “IN BANK 
AFTER BANK AFTER BANK.” 





RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
350 Madison Avenue, New York 17, N. Y. 


**Recordak” is a trade-mark 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming — 


and its application to banking systems 










7. Rosemary is not angry with Bill. She just thoughtlessly moved quickly with open 
scissors in her hand. Or it might have been any type of pointed instrument. When handled 
carelessly around people, they're always dangerous. 


close the door to a vault or safe— 
they mash so easily. Rosemary Mc- 
Connell and Bill Jones are demon- 
strating the results of the practice 
of walking through a crowded office 
or hallway with paper knife or 
scissors in the hand. Such practice 
should be discouraged. 


The Maintenance Department is 
anxious to keep office furniture in 
good repair. Especially are they 
anxious to keep wooden typewriter 
desks free from splinters, because 
girls who pick up snags or runs in 
their nylons are not too happy about 
the whole thing. If such conditions 
exist, report it to Maintenance, like- 


wise defective cords on lamps, add- 
ing machines, etc. 


There’s one in every office—the 
chair puller, foot-in-aisler, paper- 
clip snapper, rubber-band shooter, 
door blocker—in short, the practical 
joker. If DDT doesn’t work, try a 
more drastic method of eradication. 

If you have read this far, we hope 
you have found something to re- 
mind you of a condition or practice 
which needs remedying. Chances 
are you have thought of something 
we missed—but give us credit for 
trying—and thank goodness we got 
these pictures without anybody 
getting hurt. 





How Bank Employees Help Catch Criminals 


HE following item was published 

in a recent issue of Bankameri- 
can, the employees’ magazine for 
the Bank of America. It illustrates 
what an alert employee may do to 
help the police apprehend a crim- 
inal: 

Henrietta Nance, a staff member 
of the Produce branch in Los An- 
geles, listens to the radio the way 
Mr. Hooper wishes everyone would. 

One evening, Henrietta was lis- 
tening to the nightly police. broad- 
cast over KFI. One of the items con- 
cerned a man posing as T. D. Rus- 
sell, wanted by the police for pur- 
chasing automobiles with bum 
checks. His description was given on 
the broadcast. 

Next day at the Produce branch, 
in walks the so-called Mr. Russell 
and presents a check at Miss Nance’s 
window. Henrietta recognized the 
character from the description given 
the night before and through quick 
thinking, detained him long enough 
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to notify Manager Ditmar, who hur- 
riedly called the police. 


The culprit owas _ arrested, 
searched, and found to have a .25- 
calibre automatic pistol in his pos- 
session. 


For her alertness and retentive 
memory, Henrietta received a letter 
of commendation from Los Angeles 
Chief of Police, C. B. Horrall. 

Another item in the same issue 
tells about another capture and 
illustrates the point that it is im- 
portant to have considerable to say 
to a suspect in order to detain him 
until police arrive: 

Thanks to the alertness of Rus- 
sell McCarroll, Colton Asst. cashier, 
you can forget about Warning Cir- 
cular C-400, dealing with one 
Charles E. Kisner. 

Soon after the circular was issued, 
Kisner approached Russ, requesting 
he okay a $35 check drawn on our 
Coronado branch. McCarroll, being 


on his toes, recalled the warning 
circular, and with some adroit stal!- 
ing managed to keep him in the 
branch until the local police arrived 
and made the arrest. 


We now learn that Kisner (whose 
real name is Ord) is also wanted by 
the Navy as a deserter and that the 
Navy had offered a reward for his 
arrest. McCarroll isn’t building his 
hopes too high, but he’s hoping he 
comes in for his share. 

Still another item of employee 
alertness is published in the same 
issue of Bankamerican and reads as 
follows: 

Combined suspicion and intuition 
enabled Teller Bernice Eschen to 
protect a depositor’s account at 
Oakland Main Office when two men 
posing as Hollywood song pluggers 
nearly succeeded in bilking an 88- 
year-old woman of several thou- 
sand dollars in savings. 

When Mrs. Eschen was asked to 
make the withdrawal in cash, and 
cash alone, she cautiously ques- 
tioned the customer. Sensing some- 
thing amiss in the answers received, 
she tactfully brought Vice President 
and Manager Lloyd Mazzera into 
the situation. 

Further questioning by Mazzera 
revealed beyond doubt that the pro- 
posed transaction was not legiti- 
mate, and, after convincing the cus- 
tomer, he accompanied her to a 
parked taxi in which the men were 
waiting. With the assistance of Vice 
President S. E, Reinhard they were 
held and turned over to Oakland 
police inspectors for prosecution. 

Full credit has gone to Mrs. Es- 
chen, whose alertness and protec- 
tive concern prevented the men 
from pulling a bunco game on a 
B. of A. depositor. 


To Help Your Customers 
Who Wish To Travel 


A booklet outlining travel regu- 
lations for certain European coun- 
tries has been prepared from the 
most recent information obtained 
from world-wide correspondent 
banking connections by the First 
National Bank of Chicago. This in- 
formation is published in a conven- 
ient booklet which might well be 
in the hands of every bank officer 
who has any customers or friends 
interested in foreign travel. Copies 
of the booklet may be obtained by 
addressing Foreign Banking De- 
partment, The First National Bank 
of Chicago, Chicago, Ilinois. 
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Qur Small Bank Is Protected By 
A Simple Internal Audit 


The experience here related shows how the principles of audit 


control developed in fully staffed banks have been successfully 
applied in a bank with only four officers. 


EALIZING, that the most im- 

portant control over’ bank 
assets is to provide a way by which 
employees will not be tempted, we 
studied the internal audit program 
of a number of larger banks where 
specialists have worked out prin- 
ciples. We were able to adopt these 
principles to our own use. 

The major part of auditing of 
entries relating to assets and liabil- 
ities is accomplished automatically 
by following good operating prac- 
tices. The principles of operating 
and internal auditing we follow 
are: 

1. Employees who perform 

bookkeeping functions are not 

permitted to handle cash and 
securities. 

2. We rotate our employees in 

different jobs once or twice 

annually. 


3. Each of our officers and em- 
ployees is required to take two 
weeks vacation annually. 

4. The officers and the Gen- 
eral Bookkeeper-Auditor audit 
the assets of the bank period- 
ically by actual count and by 
tracing items in transit or in 
custody of other banks. 

5. The General Bookkeeper 
who also serves as auditor 
makes a detail audit each day 
of all interest income and of 
expense. 

6. We audit our customers’ ac- 
counts by direct verification 
wherever possible. For exam- 
ple: 

a. All demand deposit 
statements are cut off 
either monthly or quar- 
terly and proved by 
clerks other than book- 
keepers. 


b. We verify note balances 
direct with the cus- 
tomer annually, using 
an inexpensive printed 
form. 


By M. H. ELY 


Cashier, Grand Avenue Bank of Kansas City, Mo. 


c. At least once a year we 
replace the Savings 
Teller during the in- 
terest posting period 
thus effecting an audit 
of passbook balances at 
no additional cost. 

d. We record all collateral 
on notes which the cus- 
tomer then signs. We 
also give the customer 
a serially numbered re- 
ceipt for collateral, 
verified and signed by 
two employees of the 
bank. One copy—also 
signed—is kept by the 
General Bookkeeper- 
Auditor and one copy 
is used as a collateral 
ledger. 

It was our observation that most 
commercial organizations with 


How This Small Bank 
Trained An Auditor 


Our general bookkeeper had 
not had previous auditing ex- 
perience, so we obtained the 
assistance of one of our corre- 
spondent banks in setting up an 
internal audit program. We also 
became a member of the Na- 
tional Association of Bank Audi- 
tors and Comptrollers. Bankers 
Monthly and other banking pub- 
lications and books were pur- 
chased. With these aids, our gen- 
eral bookkeeper adapted herself 
to her auditing responsibilities 
very quickly. We believe that 
any bank could establish the 
position of auditor and train an 
auditor just.as easily. 


more than $1,000,000 in resources 
had either a part-time or a full- 
time auditor. We felt, therefore, 
that we, as a trustee of other peo- 
ple’s assets, should take equal if 
not greater precautions. By adopt- 
ing the principles of internal] audit- 
ing we found we could carry a good 
audit program at little additional 
expense, 

We felt that our audit plan would 
be more effective if we gave the 
responsibility of working out the 
details to one person, so we desig- 
nated our general bookkeeper as 
auditor. She does not relieve as a 
teller or have custody of any secu- 
rities, and all of her duties are con- 
sistent with her auditing responsi- 
bility such as: 

1. General bookkeeping. 

2. Reconcilement of bank ac- 

counts. 

3. Posts note ledger. 

4. Posts savings ledgers. 

5. Posts safe deposit ledgers 

and mails rental notices (but 

does not receive payments). 

6. Stamps off official checks on 

registers and proves them. 

7. Assists in computing service 

charges. 

8. Audits interest income, and 

expense. ° 

9. Assists officers in, or super- 

vises other phases of our audit 

program herself. 

Our general bookkeeper had not 
had previous auditing experience, 
so we obtained the assistance of 
one of our correspondent banks in 
setting up an internal audit pro- 
gram. We also became a member of 
the National Association of Bank 
Auditors and Comptrollers. Bank- 
ers Monthly and other banking pub- 
lications and books were purchased. 
With these aids, our general book- 
keeper adapted herself to her audit- 
ing responsibilities very quickly. 
We believe that any bank could 
establish the position of auditor and 
train an auditor just as easily. 
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"Teed tedien laboratory instru- 
ment measures the thickness of every 
run of Hammermill Safety... just 
one of 18 exacting tests. 

Because Hammermill Safety is the 
uniform check paper, it’s easy to 
write on, no scratching, no “feather- 
ing.” Give your checks the advantages 
of proved Hammermill uniformity. 

A note on your bank letterhead 
rces will bring samples. Hammermill 
‘ull- Paper Company, 1505 East Lake 
fore, Road, Erie, Pennsylvania. 
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The background pattern illustrated here is the famous Hammermill Safety Chainline design. There are two other pleasina designs to choose from. 





More than 50% of internal de- 
falcations involve the deposit ledg- 
ers, and it is estimated that about 
$6,000,000 in hidden losses exist in 
bank deposit ledgers today. The 
internal audit procedure which pro- 
tects our deposit liability is as fol- 
lows: 


How Deposit Liability Is Audited 


1. The bookkeeper on check- 
ing accounts is not permitted 
to work as a paying and receiv- 
ing teller nor does he post the 
general books. 

2. Tellers handling savings de- 
posits and withdrawals do not 
post the savings ledger. 

3. All checking account state- 
ments are cut off at least quar- 
terly. These are listed, proved, 
and mailed by clerks other than 
bookkeepers. We believe that 
a periodic cut-off of all state- 
ments proves more economical 
of time than cutting them off 
at irregular intervals on a re- 
quest basis. Most of these state- 
ments are mailed at once and 
those that are retained until 
called for are kept locked under 
custody of someone other than 
the bookkeepers. 


4. Dormant deposit accounts 
are segregated under a separate 





Embezzlements Begin By 
“Borrowing” 


The history of bank embezzle- 
ments shows that few of them 
were planned as such at first. 
Almost all bank embezzlements 
begin with “borrowing” a few 
dollars from the cash drawer un- 
til pay day. The practice con- 
tinues and increases until a pre- 
viously honest employee be- 
comes an embezzler subject to 
criminal prosecution. Disgrace 
comes to him and to his family. 
Sorrow, embarrassment and un- 
desired publicity are experienced 
by the bank staff. We have in- 
stalled our audit program and 
appointed our general book- 
keeper as auditor because we 
want to prevent such an experi- 
ence in our bank. We sincerely 
feel such a program to be our 
obligation to our staff, to our 
depositors, and to our stock- 
holders. 
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general books control; the sig- 
nature cards for them are ini- 
tialed and stamped “Inactive” 
so that substitutions cannot be 
made, Withdrawals require the 
approval of the auditor and one 
officer. 


5. When deposits are received 
after hours and held over until 
the following day, they are car- 
ried on the general ledger in 
a separate liability account 
headed ‘Deferred Deposits.” 
They are kept under custody 
of the general bookkeeper-au- 
ditor. 


6. Except for a current supply 
of blank checks, the un-issued 
cashier’s checks, money orders, 
drafts, etc., are kept under dual 
contro] to be released as need- 
ed. Unissued checks, drafts, 
and money orders are recon- 
ciled with the register period- 
ically. The check registers are 
proved and the paid checks 
stamped off by the general 
bookkeeper and in no case by 
the tellers issuing the checks. 


7. The savings teller is trans- 
ferred occasionally to paying 
and receiving or to “‘notes’’ so 
that she does not continuously 
handle these accounts. The sav- 
ings teller does not post the 
savings ledger. At least once a 
year, we replace the savings 
teller during the interest post- 
ing period so that we obtain a 
verification of passbook bal- 
ances at no additional expense. 


Teliers Cash And Cash Items 
Audit Procedure 


Each teller has his own cash and 
turns in his own proof. His cash 
drawer has a lock, and each teller 
has a separate locker or box in 
which to keep his cash at night. 
Relief tellers have their own cash 
or are given a small amount with 
which to operate and turn in a sep- 
arate proof. 


Each teller’s cash is verified by 
actual count five or six times a year. 
On some occasions, it is counted 
simultaneously with the cut-off of 
depositors’ statements. The tellers 
“returned checks” are examined for 
two weeks following a cash audit 
for ‘‘kited” checks. 


Cash items are centralized under 
the control of one teller and are 
carried in a separate general ledger 
account. A list of the cash items is 
made several times a year and the 
account liquidated. 


Routine Audit Of Notes And 
Collateral 


At least once monthly, our audi- 
tor or an officer examines, lists, anc 
proves all notes. This could be done 
by a director occasionally. 

All collateral is recorded on the 
notes. 


Our note teller also issues a seri- 
ally numbered receipt for all col- 
lateral. Two carbon copies of the 
receipt bearing the same serial 
number are also made. The collat- 
eral is counted by the note teller 
and one other clerk, both of whom 
sign the customers’ receipt. This re- 
ceipt, together with one of the car- 
bon copies, is given to our auditor, 
who verifies the numeral sequence, 
ascertains that both employees 
signed it, and then mails it to the 
customer. The other carbon copy, 
which is of light cardboard, is used 
as a collateral ledger. 


When the collateral is released, 
the customer signs this copy as a 
receipt, and his signature is wit- 
nessed by two employees. The can- 
celled ledger record then goes to 
the auditor. This is the simplest 
collateral system that also includes 
audit control that we have seen. 

Four records are made with only 
one recording. These are: 

1. Receipt to the customer 

signed by two clerks 

2. Auditor’s record 

3. Ledger record, which also 

serves as— 

4. Receipt from the customer 

on release of collateral. 


Once a year, the notes are veri- 
fied by sending a tracer letter to the 
borrower. A printed or mimeo- 
graphed form letter, with amounts 
and description filled in with ink 
or typewriter, is used. 


The Bond Audit 


We think that an internal audit 
of bonds should begin with an ade- 
quate ledger record showing: par 
value, original cost, amortization of 
premium, bond numbers, interest 
record, call and maturity dates. 


The ledger is posted by the gen- 
eral bookkeeper. Using this record 
as a basis, the custody of the bonds 
is verified at least twice a year by 
the bank examiners or by an officer 
of the bank other than the officer 
handling them. 


Income And Expense 


Misappropriations from asset and 
liability accounts eventually come 
to light, but an error or a defalca- 
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count once passed over will prob- 


ably never be discovered. Our | 
general bookkeeper-auditor deter- | 


mines that interest was received on 
all interest-bearing assets and that 
the entry was for the correct 
amount. She scrutinizes all expen- 
ditures to determine that they are 
proper and that they were author- 
ized by two officers. 

The history of bank embezzle- 
ments shows that few of them were 
planned as such at first. Almost all 
bank embezzlements begin with 
“borrowing” of a few dollars from 
the cash drawer until pay day. The 
practice continues and increases 


until a previously honest employee | 
becomes an embezzler subject to | 


criminal prosecution. Disgrace 
comes to him and to his family. 
Sorrow, embarrassment and unde- 
sired publicity are experienced by 
the bank staff. 

We have installed our audit pro- 
gram and appointed our general 


bookkeeper as auditor because we | 


want to prevent such an experience 
in our bank, We sincerely feel such 
a program to be our obligation to 


our staff, to our depositors, and to | 


our stockholders. 


Remodeling Talk Resulted 
In Six Loans 


If an officer of a bank will gather 
the facts about a new business 
idea, he can generally find oppor- 
tunities to pass along the informa- 
tion with resultant profit to his 
bank. In consequence of providing 
a speaker on the subject of store 
front modernization to address a 


businessmen’s group in our town, | 


this bank participated in six loans 
to pay for store improvements in 
the past year, and others are in 
prospect. 

Our bank was able to obtain help- 
ful construction information from 
several suppliers of materials that 
are being used in modern architec- 


tural plans. Almost any local build- | 


ing supply dealer will be glad to 
furnish facts about the use of his 
products. Naturally, mention of the 
products in a talk frequently stimu- 
lates business for these dealers, 
and this results in increased good- 
will toward the bank on their part. 

In our experience, the store op- 
erators have been well satisfied with 


the results of their renovation ef- | 
forts, and we can see more general 


banking business.—E. C. Maroney, 
cashier, First National Bank of Blue 
Island, Ill. 
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tion in an earnings or expense ac- | 
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chine and a CANCELLING machine. Printing 
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desired operation. 













3. It's VERSATILE . can be used in conjunction 
with listing or posting machines, or in combina- 
tion with check microfilming. One girl can per- 
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BANKERS MONTHLY QUIZ . . 


No. 69 


(Answers on page 43) 


In which of the following departments of a large 
bank would you be most likely to hear the term 


“callable”? 


a. Investment department; b. Loan department; ¢. Credit depart- 
ment. 


In which city is there a bank with the name Citi- 
zens & Southern National Bank? 
a. Philadelphia; b. Atlanta; ¢. Scotts Bluff. 


Which of the following are not negotiable instru- 
ments? 

a. Note payable to bearer; b. Blank check; ¢. Stock Certificate 
indorsed in blank; d. Bond coupon. 


Which of the following would you feel sure was 
a counterfeit? 

a. One dollar U. S. Note; b. Five thousand dollar U. S. Note; 
¢. Ten thousand dollar Silver Certificate. 


True or False? Circle the letter T, if true. Circle 
the F, if false. 

T. F. A member bank cannot borrow money from the Federal 
Reserve Bank except on the security of Government Bonds. 


Would it be proper for one of your bank’s book- 
keepers to serve also as auditor? 

a. Yes, anyone who knows how is qualified to serve as an 
auditor; b. The most important rule of auditing is that an audi- 
tor should be one who has had no part in making the record 
to be audited. 


True or False? Circle the letter T, if true. Circle 
the F, if false. 

T. F. It is not necessary to identify the person who cashes a 
check made payable to bearer, but it is necessary to know that 
the drawer intended that the check be paid to any holder. 


If the interest on $1,000 for seven months was 
$20.42, at which rate was it computed? 


a. 342%; b. 4%; ¢. 42%. 


Which of these rules should be followed by a 
bank having a safe deposit vault? 

a. Allow customers to take their boxes home at any time with- 
out making any record of it; b. When a renter removes a box 


from the premises, he should be required to sign a removal 
receipt. When the box is returned, a written record should be 
signed. 


Which of the following types of insurance should 
be carried by a stove manufacturer who borrows 


from your bank if the bank is to have complete pro- 
tection? 


a. Occupational Disease (to be added to Workmen’s Compen- 
sation Policy); b. Banker’s forgery insurance; c. Fiduciary bond. 


Which of the following is an incorrect statement? 
a. Loans to consumers increase the number of bank customers— 
broaden the bank’s service to the community—and make profits 
for the bank; b. An indorsement is the name of the payee which 


must always be preceded by the words “received payment.” 


In which department of a bank are the initials 
1.B.M. most likely to be used? 
a. Proof; b. Collateral; ¢. Credit. 


If a bank wishes to transfer some of its undivided 
profits into another balance sheet account, due 


to the fact that the undivided profits are larger than 
the directors feel they should be, into which account 
would the funds most likely be transferred? 


a. Capital; b. Surplus; ¢. Cash. 


In which of the following departments would 
you be most likely to hear the term “indorser?” 
a. Advertising; b. Credit; ¢. Tellers. 


Which of the following is an incorrect statement? 
a. The personnel officer must have full authority to select and 
handle employees; b. If a part of a note has been paid, the 


remainder cannot be indorsed to another indorsee. 


Each word in the left-hand column below is more 
closely associated with one of the words in the 


right-hand column than with any of the others. Try 
to match them correctly. 


. Chute . Door 

. Vault . Night depository 
. Key . Ledger 

. Balance . File 

. Folder . Safe deposit 


Reprints of this quiz and past quizzes as far back as number 15, issued in August 1944, are available in large or small quantities for 
a nominal charge. Bankers in 40 of the 48 States are now using Bankers Monthly quizzes to provide information and recreation at 
monthly employee meetings. Address inquiries to Quiz Editor, in care of Bankers Monthly. 
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a Handles a Variety of Receipts 

tials The Burroughs Commercial Teller’s Machine per- 
mits distinctive receipts for various types of accounts. 
Holiday greetings and special messages can be 
carried on receipts for goodwill or promotion of 

ided various services. Receipts are neat and attractive. 
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No cumbersome space-waster, this compact Bur- 
roughs! It occupies little more area than a standard 
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Try | Has Adding Machine Keyboard th . 
for Speed, Usefulness e enthusiastic 
Teller operations are fast and accurate on the 


adding machine keyboard of the Burroughs Com- [Cceptance of the 


mercial Teller’s Machine. And when occasion de- 
mands, the Burroughs serves as a fast, accurate 


adding machine—a plus advantage that many BURROUGHs 


banks appreciate. 
TELLER’S 
Offers Receipting Capacity M ACH INE 


for Any Requirement 
There’s never any problem of capacity with this 
machine. It will receipt deposits up to $99,999,999.99. 
A minor benefit? Perhaps so . . . but it illustrates 


how completely this versatile machine meets every 
need in teller operations. 
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Eleven Phases Of Liability In 
Paying On Forged Indorsements 


This review of the law on an important subject is based 
on a lecture given by Mr. Hodge at the Central States 
School of Banking at Madison, Wis. 


HE drawee bank’s payment of a 

check bearing a forged indorse- 
ment places it in a more favorable 
position than its payment of a check 
bearing a forged signature. As be- 
tween the drawee and other holders 
and indorsers, the drawee bank is 
not presumed to know the signa- 
ture of payees and other indorsers 
and therefore, generally speaking, 
the drawee is permitted to- recover 
money paid on a forged indorse- 
ment under either one of two theo- 
ries, depending on the jurisdiction 
involved, and also provided the 
drawee makes a demand for repay- 
ment within a reasonable time after 
discovery of the forgery. 

The first theory of recovery is as 
follows: The drawee bank may re- 
cover on either an express or im- 
plied guaranty or warranty of prior 
indorsements. Many courts hold 
that even without an express guar- 
anty of prior indorsements, a 
drawee which pays a check with- 
out knowledge that an essential] in- 
dorsement has been forged may re- 
cover from either the holder paid 
or any indorser subsequent to the 
forged indorsement, if the drawee 
is not guilty of negligence injuri- 
ous to the defendant after discov- 
ery of the forgery. 

The theory of implied warranty 
has been criticized by the argu- 
ment that under the Negotiable In- 
struments Law, such an implied 
warranty of indorsements runs 
only to holders in due course and 
the drawee bank is not a holder in 
due course. This criticism is not 
applicable in cases of express war- 
ranty or guaranty as, for example, 
where the indorsement reads “Pay 
any bank or banker. Prior indorse- 
ments guaranteed.” 

The second theory of recovery is 
as follows: If the drawee gives 
timely notice after discovery of the 
forged indorsement, it may recover 
because of the payment being made 
under a mistake of fact. 

The general rule, therefore, is 
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that, under one or the other of the 
two theories,a drawee bank pay- 
ing on a forged indorsement may 
recover from a holder or any prior 
indorser following the forged in- 
dorsement, provided it gives timely 


» notice after discovering the forgery. 


Moreover, rather than require the 
drawee to sue its immediate in- 
dorser and suits be brought down 
the indorsement line, courts gener- 
ally permit the drawee to sue direct 
the first indorser subsequent to the 
forged indorsement. 

An interesting comment on this 
method of avoiding a multiplicity 
of suits is contained in the case of 
Security Savings Bank vs. First Na- 
tional Bank (C.C.A.Ky. 1939) 106 
Fed. (2nd) 542, 127 A.L.R.116 as 
follows: 

“Even those who criticize the im- 
plied warranty theory upon which 
recovery is allowed against the last 
holder, concede that the drawee 
may recover from such party as for 
money paid under mistake of fact. 
In such event, the last holder may 
recover any prior indorser for 
breach of the implied warranty. 
Each holder may also recover in 
turn from his indorser as for money 
paid under mistake of fact. In con- 
sequence, the loss will eventually 
rest upon the first indorser subse- 
quent to the forged indorsement.” 

The Court further stated that, 
“inasmuch, therefore, as the drawee 
was entitled to recover the money 
paid, and the loss must ultimately 
fall upon the first indorser, a direct 
recovery by the drawee avoids un- 
necessary litigation and accords 
with authority.” 

A collecting bank may protect 
itself from liability to the drawee 
on forged indorsements by a dis- 
claimer clause in its indorsement, 
but, as a practical matter, drawee 
banks would usually refuse to han- 


dle such items. So, it is a rather 
general practice for all collecting 
banks to indorse checks “Prior in- 
dorsements guaranteed,” thus fa- 
cilitating their handling. 

Negligence of the drawer of the 
check can be raised as a defense in 
a suit by the drawer against the 
drawee bank on a check where the 
indorsement is forged, but cannot 
be used as a defense when the 
drawee bank sues to recover from a 
prior holder or indorser. Since, as 
between the drawee and other 
holders and indorsers, there is no 
duty on the part of the drawee to 
discover a forged indorsement, its 
delay in discovering the forgery 
cannot be used as a defense, but a 
delay, after discovery, in reporting 
the forgery, may be used as a de- 
fense if the delay prejudiced the 
holder or prior indorser being sued. 

If the check on which the in- 
dorsement is forged is a bearer in- 
strument, that is, one which is 
negotiable by delivery without the 
necessity of an indorsement to con- 
vey title, the drawee bank usually 
cannot recover on it from a prior 
indorser. However, the drawee may 
ordinarily charge the amount of 
such a bearer check to the drawer’s 
account without incurring liability. 

As between the drawee bank and 
its depositor, the bank usually has 
the duty of determining not only 
the genuineness of the signature, 
but also of the indorsements on his 
checks. Therefore, the drawee bank 
may not charge its depositor’s ac- 
count for the amount of a check 
bearing a forged indorsement, 
without incurring liability, unless 
the drawer’s negligence is the prox- 
imate cause of the drawee’s pay- 
ment of the check. 

In the absence of negligence cn 
his part, the drawer may generally 
hold the drawee liable in these 
cases. Also, the majority of courts 
permit the drawer of a check on 
which an indorsement is forged to 
recover from the indorser bank 


BANKERS MONTHLY 





---with our new Remington Noiseless Typewriters” 


OISE IS on your payroll . .. however little you may 

realize the fact. It's costing you money by lowering 
typing production and reducing clerical efficiency in gen- 
eral. Actual tests proved that a typist expends 20% more 
energy under noisy conditions . . . 
reduced about 5%. 


and her production is 


From these test results, it was concluded that a 15% 
reduction in noise brings a 5% increase in typing efh- 
ciency. Which means that within each and every typing 
station lies your greatest opportunity to cut office costs by 
increasing typing production. 

With the new Remington Noiseless on the job. . . you 
eliminate a main source of noise in your office. Typing 
production increases, office morale is better, telephone 
conversations are made easier. All thanks to exclusive 
Remington Rand silent pressure printing. Patterned after 
the operation of fine printing presses, it p-r-e-s-s-e-s the 
typebars against the paper swiftly and silently . . . gives 
perfect reproduction in the merest whisper of sound. 


Remnglon Rand 
THE FIRST NAME IN TYPEWRITERS 


November, 1948 


For an expert analysis of your typing station problems, 
without cost or obligation, mail the coupon below—today. 
Your nearby Remington Rand representative will make 
this analysis at your convenience . . . and then show you 
how the new Remington Noiseless 
can give you greater typing 
production and lower 
office costs. 


Si TYP¢ 
os ~e, 


2, ANNIVER 
%Y S 
“Neron an® 


MAIL THIS COUPON TODAY 


Remington Rand Inc., Typewriter Division, Dept. B-11 
315 Fourth Avenue, New York 10, N. Y. 


Without cost or obligation on our part, please have your repre- 
sentative call- to arrange for an analysis of our typing stations. 


Firm 
Name 
Address 


City State 





which collects the check from the 
drawee. However, an intermediary 
bank which receives a check bear- 
ing a forged indorsement and col- 
lects it from the drawee is not liable 
in a suit by the drawer where no 
loss was sustained by its action. 

A recent Wisconsin case on this 
last point is: Nationa] Surety Cor- 
poration vs. City Bank & Trust Co. 
(1945) 248 Wis. 32, 20 N.W. (2nd) 
559. In that case, a Milwaukee agent 
of a fraternal organization, Modern 
Woodmen of America, forged the 
payee’s indorsement on a check 
drawn by the lodge in payment of 
a death benefit. The agent added 
his own indorsement and deposited 
the check in his Modern Woodmen 
agent’s account with the City Bank 
& Trust Co. in Milwaukee. This de- 
posit was made by the agent to 
cover a shortage in the bank ac- 
count. The bank of deposit credited 
the check, indorsed it “Pay to the 
order of any Bank or Banker. All 
prior indorsements guaranteed” 
and collected it from the drawee, 
a Chicago bank. 


Upon discovering the original 
shortage in the agent’s bank ac- 
count, Modern Woodmen’s surety 
paid the claim and on behalf of the 
drawer of the check sued the in- 
dorser bank to recover the amount 
of the check. The Supreme Court 
of Wisconsin denied recovery, since 
the proceeds of the check were de- 
posited in the drawer’s own agency 
account and no loss was sustained 
by the drawer as a result of the 
forged indorsement. The loss in this 
case had actually been caused by 
the shortage in the agent’s account. 

The burden of proving a forged 
indorsement is on the party as- 
serting it. Thus, if the drawer sues 
the drawee bank, the burden of 
proving the forgery is on the draw- 
er of the check. Also, the drawer’s 





The Eleven Phases Of Liability Summarized 


1. The drawee bank's pay- 
ment of a check bearing a 
forged indorsement places it in 
a more favorable position than 
its payment of a check bearing a 
forged signature. 

2. The drawee bank is not 
presumed to know the signature 
of payee and other indorsers. 

3. The drawee bank may re- 
cover on either an express or 
implied guaranty or warranty 
of prior indorsements. 

4. The theory of implied 
warranty has been criticized by 
the argument that, under the 
Negotiable Instruments Law, 
such an implied -warranty of 
indorsements runs only to hold- 
ers in due course, which the 
drawee bank is not. 

5. If the drawee givés timely 
notice after discovery of the 
forged indorsement, it may re- 
cover because of payment being 
made under a mistake of fact. 

6. Rather than require the 
drawee to sue its immediate in- 
dorser and suits be brought 
down the indorsement line, 
courts generally permit the 
drawee to sue direct the first 
indorser subsequent to the 
forged instrument. 





7. The majority of courts per- 
mit the drawer of a check on 
which an indorsement is forged 
to recover from the indorser bank 
which collects the check from the 
drawee. 


8. There is no duty on the 
part of the drawee to discover 
a forged indorsement. 

9. The burden of proving a 
forged indorsement is on the 
party asserting it. 

10. For its own protection, and 
in order to build its own case, 
a drawee bank, when notified 
by the drawer that a check 
bears a forged indorsement, 
should refuse to credit the draw- 
er's account until the check is 
submitted to it, together with an 
affidavit of forgery. 

ll. In a few cases, where 
both the signature and indorse- 
ment were forged, the negli- 
gence of the cashing bank in 
failing properly to identify the 
person presenting the check was 
considered paramount to the 
negligence of the drawee bank 
(in giving credit notwithstanding 
the forgery of the drawer's sig- 
nature) and the drawee was per- 
mitted recovery from the cash- 
ing bank. 








right to recover upon a forged in- 
dorsement is conditioned upon his 
having surrendered the check bear- 
ing the forged indorsement to the 
drawee for the purpose of further 
proceedings against a prior holder 
or indorsers. 

For its own protection and in or- 


der to build its own case, a drawee 
bank, when notified by the drawer 
that a check bears a forged indorse- 
ment, should refuse to credit the 
drawer’s account until the check 
is submitted to it, together with an 
affidavit of forgery. Even then, 
depending upon the circumstances, 
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it may not be advisable to credit 
the drawer’s account. 

Where both the signature of the 
drawer and the indorsement are 
forged, there is conflict of authority 
as to whether the drawee bank may 
recover from the cashing bank. If it 
was a case solely of forgery of the 
drawer’s signature, the drawer 
should not (on the basis of Price 
vs. Neal) be permitted to recover. 
If it was a case solely of forgery 
of the indorsement, the drawee 
should be permitted to recover from 
the cashing bank if the forgery was 
promptly reported after discovery. 
In a few cases, where both the sig- 
nature and indorsement were 
forged, the negligence of the cash- 


ing bank in failing to properly | 


identify the person presenting the 
check was considered paramount to 
the negligence of the drawee bank 


(in giving credit notwithstanding | 


the forgery of the drawer’s signa- 
ture) and the drawee was per- 
mitted recovery from the cashing 
bank. However, if the cashing bank 
is not negligent, a balancing of 


equities would probably preclude | 


recovery by the drawee bank. Pre- 
sumably, the drawer, in the absence 
of his own negligence, may recover 
from the drawee bank on a check 
where both the signature and an 
indorsement are forged. 


Bank Advertising Program 
Needs Best Thinking 


The responsibility for establish- | 


ing and carrying on the advertising 


program is very important to the | 


bank’s future, and should have the 


benefit of the best thinking avail- | 
able. A senior executive should be | 
given the primary responsibility, | 


working with a committee of direc- 


tors selected because of their ex- | 


perience and confidence in adver- 
tising. In all but the smallest banks, 
the active management and detailed 
operations of the advertising pro- 


gram can then be delegated to an- | 


other officer, working under the 
senior committee.—Robert Lind- 
quist, vice president, The La Salle 
National Bank, Chicago, Ill. 


Our policy, we believe, is con- | 


sistent with that of most banks, in 
that we do not allow withdrawals 
from an account before the first 
check or checks have been cleared. 
It has not been our policy to ask 
for references.—G. G. Miller, ex- 


ecutive vice president, The First | 


National Bank, Caldwell, Ida. 
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The 


Westinghouse Equity Plan 


Comes fo Life on Film 


The Westinghouse Equity Plan has aroused wide- 
spread interest among thousands of bankers. 
This plan is a Wholesale and Retail financing 
program using the full advantages of local financing 
by local banks. 


To meet the many requests for additional infor- 
mation, we have prepared a 30-minute sound slide 
film, especially for banks, picturing this program 
which covers the financing of electric appliances 


and radios. 


This film, describing the plan in detail and 
showing banks how to put it to work will be 
ready by mid-November. The film will be loaned 
without charge to banks for showing to their or- 


ganizations, or for use at regional or state meetings. 


Reservation dates for a copy of the sound slide 
film, with an alternate date, if possible, may be 


made with: 
The Retail Finance Division 


Westinghouse Electric 


Corporation 


PITTSBURGH 30, PENNSYLVANIA 





Strengthen Your 
Doubtful Risks 


With Lawrence 


aaa ts 


Judged by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may weil be 
placed on a secured basis. 
Lawrence warehouse receipts 
issued on the borrower’s 
inventory in such cases protect* 
the lender with collateral 
which is fundamentally sound. 


*Lawrence receipt holders are pro- 
tected by the strongest and broadest 
fidelity bond and legal liability insur- 
ance in the field warehouse industry. 
Thus Lawrence can always discharge 
its liabilities in full. 


Use this new Lawrence book to pre- 
pare the way for secured credit with 
customers for whom secured credit is 
indicated. Write us for free copies. 


AWRENCE WAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 
SAN FRANCISCO Il, CALIF. NEW YORK 5, N.Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
IN. La Salle St. 
Los Angeles « Boston « Philadelphia « Pittsburgh + Buffalo 
Cleveland « Cincinnati « Kansas City « St. Louis « Atlanta 
Des Moines ¢ Charlotte * Jacksonville * New Orleans 


Houston « Dallas * Denver * Phoenix « Portland « Seattle | 


Spokane * Stockton * Fresno * Washington, D. C. 
Manila, P.L 





Denver Bankers Say: 
BANKERS MONTHLY Articles Are Easy To Read 
And Easy To File 


At the meeting of the Denver Con- 


| ference of The National Associa- 


tion Of Bank Auditors And Comp- 
trollers held September 15, there 


| was an opinion expressed among 


many of those present that it would 
be very helpful if publications of a 


| rather technical nature would ar- 


range the articles so that each one 

would be a complete unit in itself, 

as is done in Bankers Monthly. 
We find that it is very annoying 


| to have articles continued through 


several sections of a magazine. We 
believe that there are many articles 


| that the reader would like to cut 


from these technical magazines and 





Recommendations Are 
Sought For New Depositors 


We feel that the procedure fol- 
lowed in opening new deposit ac- 


| counts in any bank is very impor- 
| tant. It is difficult to lay down hard 


and fixed policies in that connec- 
tion. If too stringent rules are ap- 


| plied in order to safeguard the 
| bank’s interest, good accounts will 
| be rejected too frequently and prove 
| profitable to a competitor. News- 


paper advertising, radio and other 
publicity mediums are large budget 


| items which influence new custom- 
| ers to use our facilities, It is, there- 


fore, a prerequisite that no new 
business be refused, except that 
which will be unprofitable to the 


| bank, 


The recommendation received 


| from a previous banking connection 


or from a reliable depositor who 
can vouch for the identity, charac- 


ter, and financial responsibility of 
| a new depositor should permit the 
| giving of immediate credit on items 


deposited that are presumed to be 
good. Questionable items should al- 
ways be entered for collection, with 


| passbook and checkbook being is- 
| sued after final payment is received. 


Fraudulent transactions usually ap- 


| pear when the identity or good 
| character of a new customer are not 


properly or satisfactorily estab- 


| lished. 


Supporting documents of author- 
ity should always be obtained for 
accounts opened in corporation, 
fiduciary and assumed names. Such 
supporting documents and “to 
come” information should be held 


place in his file for future reference. 
This is practically impossible with 
most magazines because, in cutting 
out the articles that are continued 
throughout the magazine, one has 
to mutilate other worth-while ar- 
ticles. 

We wish to commend you upon 
your plan of completing one article 
before starting the next one and 
also of interleaving the articles with 
advertisements, which makes for 
better preservation of articles cut 
from the magazine.—John R. Star- 
key, secretary, U. S. National Bank 
of Denver. 








in an abeyance file, subject to a 
predetermined periodic checking. 

An experienced person opening 
new accounts usually is capable of 
judging personalities rapidly, and 
if the application of good judgment 
is exercised, the bank will be pro- 
tected in all instances——John W. 
Kigel, assistant vice president, Lib- 
erty National Bank & Trust Co., 
Louisville, Ky. 


It’s Unsafe For A Teller To 
Leave His Cage Unless His 
Money Is In A Locked Drawer 


A sneak thief entered the Beloit 
Savings Bank, Beloit, Wisconsin, 
May 1, and approached a savings 
window just as the teller was leav- 
ing his cage to answer a telephone 
call which had been placed by the 
accomplice of the thief. The teller 
hurried out of his cage without 
locking up the currency. While he 
was out, the thief was able to ex- 
tract $2,850. 

This type of thief has various 
ways of getting the money off of the 
teller’s counter. One is to use a short 
stick with chewing gum attached 
to one end. The currency is picked 
up by pressing the gum against it 
and pulling the stick back. 

A similar theft occurred in the 
State Bank of Milwaukee in Jan- 
uary, at which time $1,145 was suc- 
cessfully extracted and _ carried 
away. The obvious preventive for 
this type of loss is to insist that 
tellers always have all of their cur- 
rency under lock before they leave 
the cage for any reason whatsoever. 
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Answers To Bankers 
Monthly Quiz No. 65 


a. The word “callable” is fre- 

quently used in connection 
with a bond. It would, therefore, 
be most likely to be heard in an in- 
vestment department rather than 
in a loan or credit department. 


b. There is only one Citizens & 
Southern National Bank, head- 
quarters of which are in Atlanta. 


b. A blank check is not a nego- 

tiable instrument. It does not 
become negotiable until it has been 
completely filled in. The other in- 
struments mentioned are negotiable. 


c. There are no ten thousand 
dollar silver certificates. 


False. A Federal Reserve mem- 

ber bank can borrow from the 
Federal Reserve Bank on “any ac- 
ceptable collateral.” 


b. You might examine your 

own work to discover errors, 
but this would not classify as an 
“audit.” To be officially an audit, 
an examination of accounts must 
be made by a person who had no 
part in making the accounts. 


True. Bearer checks are not 

encouraged by banks because 
of the possibility that the person to 
whom the check is given might 
lose it, and someone who was not 
authorized to receive the money 
might collect the money by cash- 
ing the check. However, the bank 
does not become liable if it pays the 
check to the wrong person because 
the check itself authorizes pay- 
ment to the “bearer.” 


Aloo 


b. It would indeed be very 

dangerous practice to allow 
renters to take their deposit boxes 
home without making a record of 
the boxes removed. 


101 a. Banker’s forgery insurance 

is a contract in which an in- 
surance company agrees to repay 
a bank for loss that results from 
the cashing of forged or altered 
checks. A fiduciary bond is a con- 
tract in which an insurance com- 
pany agrees to repay any losses to 
an estate or beneficiary resulting 
from any unfaithful act of a fidu- 
ciary. 


b. According to the Negotiable 

Instruments Law it is not 
necessary to precede a _ person’s 
Name in an indorsement with the 
words “received payment.” 
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to major points 











SPEEDS COLLECTIONS, 
REDUCES FLOAT 


for correspondents of 





trial 
Bank «| SiLouls 


NINTH AND WASHINGTON (@) * * 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 





a. I.B.M. is the abbreviation 
of International Business Ma- 
chines Corporation, manufacturers 
of a proof and distribution machine 
found in the proof department of 
many banks. 
b. It is common for a bank to 
increase its surplus by trans- 
ferring undivided profits to the 
surplus account. This must be done 
by resolution of the board. 
c. Tellers commonly are ex- 
pected to make sure that the 
proper indorsement is on a check 
for which cash is given. 


b. The Negotiable Instruments 

Law allows the transfer to an- 
other person by indorsement of a 
note on which a part has been paid. 


A “night depository” has a 

“chute” through which depos- 
its are conveyed to a safe. The 
word “door” and “vault” are most 
closely connected. “Key” is linked 
with “safe deposit.” “Balance” is 
associated with the “ledger.” “Fold- 
er” refers to “file” because various 
documents are placed in folders to 
be filed. 
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SEX ways 


to greater profits for your bank 


1. Increase Collection Income by using a prominent listing in the 
BLUE BOOK. 


2. Speed up Transit work and cut Transit costs by using the “Key to 
the Numerical System of the American Bankers Association,” with 
Check Routing Symbols. 


Obtain reports on anyone, anywhere, by consulting your BLUE 
BOOK. Banks specializing in reports advertise this service under their 
regular Blue Book listings. 


Use bank-recommended attorneys to handle your out-of-town 
legal matters. The Rand McNally List of Bank-Recommended 
Attorneys is included with every subscription to the Blue Book. 


Consult your Blue Book for postage rates, value of foreign coins, 
Clearing House information, Federal and State Agencies and 
Examiners, Interest Rates, Grace-on-Sight Drafts, Banking Laws, etc. 


Use the “Bankers Secretary” service before purchasing supplies, 
services, or equipment. Address: Bankers Secretary, Rand McNally 
Bankers Directory, Chicago 5, Illinois. There is no charge for this 
service. 


Your BANKERS DIRECTORY (the Blue Book) 
can save you hundreds of dollars a year. Know your 


Blue Book and use all its services. 


THE BANKERS BLUE BOOK 


RAND M¢CNALLY BANKERS DIRECTORY 


536 SOUTH CLARK STREET, CHICAGO 5 
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Character And Income— 
The Sound Basis For 
Consumer Loans 


Most people are honest and prov- 
ident. (All you have to do is to 
weed out the exceptions to the gen- 
eral rule!) They don’t want to be 
told how to run their personal finan- 
cial affairs. If they have been suc- 
cessful in meeting their obligations 
over a period of years, the chances 
are that they will continue to be 
successful. 


If they have been extravagant, 
improvident; if they are prone to 
get in over their heads; if they are 
not conscientious about their obli- 
gations; it will show up in their 
credit record. A slow credit report, 
however, may not be sufficient cause 
for turning down a consumer credit 
transaction. The purpose of the loan 
may be to clear up or put on a cur- 
rent basis the very obligations 
which caused the slow credit re- 
ports. 


There are no rigid rules of thumb 
in the consumer credit field, where 
one is dealing with men and women 
as individuals, with their individual 
backgrounds, positions, problems, 
plans, and prospects. Nor is there 
any sounder security for credit than 
the character and income of the 
American people. 


The record of safety of direct 
consumer lending, that is, loans 
predicated upon the _ borrower’s 
character and earning capacity for 
repayment in convenient monthly 
amounts out of income, is, as far as 
we know, unsurpassed by the record 
of commercial or any other type of 
lending. 

If a business corporation fails, it 
is a “dead duck,” and the lender 
must look to any residual assets to 
recover any advances. But if an in- 
dividual should lose his job, the 
chances are that, sooner or later, 
he will get another one and will pay 
off his obligations. The depression 
of the 1930’s proved this to the 
satisfaction of everyone concerned. 
Gary M. Underhill, executive 
director, Consumer Bankers Asso- 
ciation. 


Employees Want 
Opportunities For 
Advancement 


Reasonable opportunity for growth 
is one of the first considerations 
most employees bring up in the 
interview with the employment 
official. The ability of the bank to 
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provide opportunity for growth will 
depend to some degree upon the 
policy in training employees for the 
job ahead, and pursuing a plan of 
upgrading from within, 

Nothing so spurs a group to great- 
er achievement as do concrete dem- 
onstrations of opportunity for those 
who produce with an organization. 
This is one of the finest incentives 
a firm can offer. 

Conversely, nothing kills the 
morale as quickly as having some- 
one brought in from the outside to 
fill a job when members of a group 


en 





feel one of them should have had 
the opportunity. 

The periodic evaluation cited be- 
fore can be tied in easily with the 
development of employees whose 
performances are good, and a pro- 
gram of providing opportunity for 
growth for those who produce and 
qualify —John W. Taliaferro, John 
W. Taliaferro and Associates, At- 
lanta, Ga. 


Insurance coverage in blanket 
or comprehensive form, if available, 
is desirable, 





W orldwide Correspondent Connections 


The banking and corre- 
spondent connections of 
Mercantile-Commerce cover 
all large cities of the United 
States and the principal cities 
abroad. Through our net- 
work of correspondent rela- 
tionships, accurate credit 
and banking information is 


quickly available. 
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Mercantile-Commerce can 
thus render a valuable service 
to all of its correspondents 
...items are handled effici- 
ently...inquiries promptly 
and authoritatively answered. 
The range and quality of our 
connections has long been a 
distinguishing feature of 


Mercantile-Commerce service. 
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New Teller’s Mat 
Prevents Fatigue 


Guard-A-Mats are two general 
utility mats which fill the need for 
medium-size attractive mats to pro- 
tect flooring and carpets and give 
the users relief from long hours of 
standing in the same place in front 
of a teller’s window. 

The mats are made of ribbed 
rubber with a smartly-styled, self- 
cleaning squeegee non-slip tread. 
Two types are being manufactured: 
the general utility mat which meas- 
ures 13144 x 211% inches, and the 
semi-round mat which measures 
18 x 30 inches. Both types are avail- 
able in fade-proof brown or glossy 
black. 

The back side of the mat is de- 
signed with suction chambers. No 
effort is required to install them. 
Simply lay the mat down and the 
suction chambers will hold them in 
place. No bolts, screws or adhesive 
is needed. 


Check What You Need And Mail This Form 


1, Accounting Machines 

. Adding Machines 

. Addressing Machines 

. Air Conditioning 

. Architects and Builders 

. Bandit Resisting Enclosures 
and Alarm Systems 

. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 
Ledger 
Bookkeeping Equipment 

. Bronze and Brass Signs 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 

. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Christmas Savings 

. Coin Bags 

. Coin Boxes 


. Coin Changers 
. Coin Counting Machines 
. Coin Counting and Packaging 


Machines 


1. Coin Envelopes 
. Coin and Currency Trays 
33. Coin Wrappers 
. Coupon Books 
. Currency Straps 
. Dating Machines and Stamps 
. Deposit Ticket Files 
38. Desk Pen Sets 
. Duplicators 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 
. Filing Cabinets 
. Forms, Machine Bookkeeping 
. Forms, One-Time Carbon 
. Forms, Continuous 
. Inter-Office Communicating 


Systems 


. Interest Tables 

. Lamps 

. Lighting Systems, Fluorescent 
.. Maps 

. Metered Mail Systems 

. Money Orders 

. Music Systems 

. Name Plates and Desk Signs 


. Night Depositories 

. Night Depository Bags 

. Pass Books 

. Past Due Notices 

. Pay Roll Envelopes 

. Personalized Checks 

. Personal Loan Advertising 

. Personal Loan Systems 

. Photographic Bank Systems 
. Proof Machines 

. Recorders, Voice 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 

. Safe Deposit Records 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 
. Storage Files 

. Timeand Delayed Time Locks 

. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. Windows and Lobby Displays 


The special squeegee treads of 
Guard-A-Mats hold dirt and grime 
until the mat is ready to be cleaned. 
There are no holes to dig out. To 


clean, flex the mat to remove dirt 
and sweep. Treads of the mat are 
so arranged that only one stroke of 
the broom cleans the entire length 
of the mat. 

For more information, write Dal- 
las Manufacturing Co., P. O. Box 
7181, Dallas 9, Texas. 


Sort-O-Mat Direct 
Vision Sorters 


Of special interest to all depart- 
ment heads who have sorting prob- 
lems of any proportion is “Y and 


E’s” announcement that full-scale 
production of Sort-O-Mat Direct 
Vision paper sorters has been re- 
sumed. 

Sort-O-Mat differs from conven- 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 
For Filing—Mailing—Advertising 


Expanding Envelopes, Envelock Locking 
Envelopes, Safe Keeping Envelopes, Trust 
Department Files and Credit Files, also 
Special Bank Envelopes. 


Send for complete catalogue in color 
Address Seis ‘ . AMES SAFETY ENVELOPE COMPANY 


21 Vine Street : - Boston, Mass. 
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tional sorters in several ways. First 
of all, it is a vertical sorter, and as 
the papers stand on edge, consid- 
erable office space is saved. Second- 
ly, alphabetic sorting is done at one 
time to the first two letters of each 
name. This is generally sufficient 
except where large volume sorting 
is done. A second time through, 
sorts to the fourth letter. 


Other guiding provides subjec- 
tive, numeric, geographic or spe- 
cial combination sorting. A third 
and highly important difference is 
the automatic expansion feature 
that entirely eliminates frequent 
“time-out” for manual adjustments. 
At the beginning of each sort, all 
guides and dividers are slipped to- 
ward the back of the sorter. As the 
guides are rocked forward to re- 
ceive sheets of paper, they auto- 
matically creep and open the 
amount of space necessary to ac- 
commodate the media field. All 
papers are simply dropped into the 
wide filing “V” that is created be- 
tween guides as they rock open. 
Light compression keeps papers flat 
for easier subsequent handling. 


A round “sight-check” hole helps 
during the stripping operation and 
provides a sight check throughout 
the sorter for any missed papers. 


Manufactured by Yawman and 
Erbe Mfg. Co., Rochester 3, N. Y. 
Sort-O-Mats are now available 
through branches and _ agencies 
everywhere. 


Victor Portable Subtractor 
Features Tenite Keys 


Victor Adding Machine Com- 
pany’s full keyboard portable sub- 
tractor is well known for its feats 
of addition, or multiplication, but 





there’s much more to the little ma- 
chine than that. 
From the construction standpoint, 


for example, take the double- 


November, 1948 





IN TEN SHORT YEARS 


Alarming changes in our national 
price structure have taken place during 
the past ten years. When viewed 
month by month these changes were 
not too disturbing, but when we block 
out all intervening schedules and 
compare only those of 1938 with those 
of today, we are shocked. 


Take check books, for example. Con- 
sidering the increased number ot 
accounts, the higher activity and the 
advances in price, it is conceivable that 
a bank’s net outlay for checks, pass- 
books and covers might be 200% more 
this year than in 1938. And yet, a bank 
that has been actively engaged in a 
program of selling imprinted checks 
to its customers throughout this per- 
iod would probably find its net expense 
lower because of the cost recovery. 






E LUXE 


CHECK PRINTERS 


molded Tenite keys which regard- 
less of the amount of use keep the 
numerals clear and easy to read. 
They stay clean, too; since the 
numerals are flush with the surface 
of the keys, there are no depres- 
sions in which dirt can collect. 

Tenite which in this instance is 
to be had in two colors, is a very 
tough material and despite heavy 
usage will not chip or peel. Victor 
Adding Machine Company is located 
at 3900 N. Rockwell St., Chicago 18, 
Illinois. 
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MODEL No. 4 ET--(E'ectric) 

A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 
Register can be reset to zero. 

Write for our catalogue covering other machines 
and bank supplies. 





COIN COUNTING MACHINES 


ABBOTT COIN COUNTER COMPANY 





Strangely enough, the checks a bank 
buys and gives away have advanced in 
price far more, percentagewise, than 
have imprinted checks. Personalized 
Pocket Checks, for example, are 40% 
below what they were in 1938, so the 
customers who pay for their checks 
are getting a real bargain and, on every 
order sold, the bank can recover its 
full cost. When we add to this the 
acknowledged customer satisfaction, 
plus the time saved in sorting and 
filing, we understand why so many 
banks are pushing imprinted checks. 


How about your bank? Are your 
check costs up as compared to 1938? 
Or have they shrunk? This is the time 
to examine the question and see just 
what has happened during these ten 
short years. There still is time to cut 
your costs. May we help you do it? 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





New Booklet Informs 
Borrowers On Field 
Warehouse Loans 


Douglas-Guardian Warehouse 
Corporation—one of the two field 
warehouse companies that operate 
on a national scale—has just pub- 
lished a new booklet entitled “Our 
Story Has Three Sides.” 

This is a somewhat new approach 
to the subject of inventory loans. 


As the title implies, it outlines the 
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MODEL No. 2X--(Hand operated) 
Adjustable for pennies, nickels, dimes, quarters or 
halves. Can be set to lock automatically when 20, 25, 
30, 40 or 50 coins have been counted or will count 
indefinitely into a bag. An operator can count and 
package 400 coins a minute or count 2000 coins into 
a bag. Register can be reset to zero. 


143rd ST. and WALES AVE 
NEW YORK 54, NEW YORK 









BANKERS STEEL NOTE CASE 


This very convenient Note Case has been off the market 
for years. Made especially for the safe filing of notes and 
other valuable papers or documents. 

Constructed of heavy gauge steel, it is equipped with a 
handle, follow block, lock and two keys. Furnished either 
with or without celluloid tipped guides in assorted colors; or 
you may order whichever guides that you need. Dimensions 
of case, 1514" L, 11-7/16" W, 534 H. Olive green finish. 


No. 9 Note Case Empty . . $13.50 
No. 9C Complete With Guides . 21.00 


parts played by all the principals 
in an inventory loan transaction, 
i. e., the lender, the borrower, and 
the field warehouse company that 
holds the collateral. It tells how in- 
ventory may be used as security for 
bank loans. 

“Our Story Has Three Sides” is 
designed to furnish bankers and 
borrowers with information useful 
to both. A borrower, or potential 
borrower, can read this booklet and 
really understand about all he has 
to know of inventory loans. Hence, 
it should help both the banks and 
their customers. 

Douglas-Guardian Warehouse 
Corporation maintains offices in 20 
principal cities from coast to coast 
in addition to New Orleans. Copies 
of the booklet may be obtained free 
of charge by writing to Douglas- 
Guardian Warehouse Corporation, 
50 Broad Street, New York 4, N. Y. 





Curmanco Steel Coin 
Boxes are the Standard of 
comparison. Save time and 
avoid mistakes. Easily stack- 
ed and quickly counted. Used 
universally. Cost is nominal. 


CURRIER MFG. CO. 
St. Paul 8, Minn 


CURRIER MFG. CO., St. Paul 8, Minn. 
Dozen Coin Boxes as checked: 
$100 Quarters 
... $100 Halves 
$100 Dimes 


OLIVE GREEN 
ART STEEL 
DOZEN PRICE 


Alphabetical Guides, $2.35; Monthly 
Guides, $1.50; Daily Guides (1-31), $3.35. 
1 Guide printed “Demand,” 15¢; 1 Guide 
printed “Past Due,” 15¢. F. O. B. Brooklyn. 


NATIONWIDE OFFICE *¥25‘" 


97 Atlantic Ave. Brooklyn 2, N. Y. 


Button Control 
Paper Fastener 


A one-piece lock or compressor 
unit locks the prongs into position 
in a new button control fastener. 
It covers the prongs, and makes a 
neat and compact binding. With no 
slide locks or moving parts to ma- 
nipulate, the new fastener is fast 
in operation. Tests prove that two 
hours a day in filing time can be 
saved. 


Bending the prongs down before, 


not after, the locking unit is placed 
in position, is the underlying prin- 
ciple. This procedure permits the 





PRINTERS FOR THE BANKS 
OF AMERICA 
SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 


use of a one-piece locking compres- 
sor unit which can be applied with 
a minimum of effort. A most effi- 
cient binding is made _ without 
breaking fingernails or ruining 
manicures. Control button facili- 
tates operation. 

They will be available in one- and 
two-inch capacity for 234-inch cen- 
ter holes. Production will start at 
once. Other sizes will be available 
at a later date. 

Write — Cushman and Denison 
Mfg. Co., 135 West 23rd St., New 
York 11, N. Y., for descriptive liter- 
ature. 


New 1949 Increased 
Postal Rate Chart 


A new 1949 Increased Postal Rate 
Chart has been prepared by Com- 
mercial Controls Corporation, man- 
ufacturers of complete mailroom 
equipment. The Chart shows rates 
on all classes of mail and postal 
services, including the increased 
rates effective January 1, 1949, and 
the newly inaugurated Air Parcel 
Post rates, which became effective 
September 1, 1948. Convenient to 
use and clearly legible, the Chart 
is 15 x 21 inches, printed in two 
colors on card stock, suitable as a 
mailroom wall chart. 

Charts are available immediately 
from Commercial Controls Corpo- 
ration, 640 Culver Road, Rochester 
2, N. Y. Inclose 25c in coin to cover 
handling costs. 


Fremont Rubber Co. Offers 
New Patterns In Tile 


An illustrated brochure, featur- 
ing a new development in their rub- 
ber tile which affords still greater 
flexibility in designing patterns, is 
being offered without charge by the 
Fremont Rubber Co., 151 McPher- 
son Highway, Fremont, Ohio. 

As a result of the new develop- 
ment, 9 inch by 9 inch tile, which 
have been die cut so that the center 
may be removed and a 6 inch by 6 
inch tile of another color inserted, 
are now available. 

Fremont tile may be had in 





INDE 

ath iaits 

for All Coin Machines 
Tubular and 

Cartridge Containers 


STANDARD PAPER GOODS ‘c~ 


WORCESTER 8, MASS. 


ry 


my) 


SITIES TTT erry 
od pat 


+ 


BANKERS MONTHLY 








eleven marbleized, fade-resistent 










































































































h colors which go all the way through 
is the tile, hence can’t show wear. It 
at is soft and resilient to walk on, les- 
ig sens fatigue and suppresses sound, 
ie while at the same time offers a 
tough fire- and slip-resistant sur- 
1d | face which successfully withstands 
n= heavy traffic. 
at a tae 
le | Cabinet Unit Heaters 
on | For Large Or Small Areas 
Ww New heaters featuring attractive 
T= cabinet styling to blend with and 
enhance the appearance of lobbies, 
vestibules, recreation halls and sim- 
Fy 
ate 
m- 
in- 
om 
‘tes 
tal 
sed 
and 
‘cel 
‘ive 
to 
art 
two | ilar locations, have been marketed 
s a | by the Young Radiator Company. 
These new cabinet unit heaters 
tely | are built to deliver high capacity 
po- heat output, without excessive 
ster | blast, and offer full unit heater per- 
ver | formance without sacrificing trim 
appearance. Equipped with a silent 
operating removable blower as- 
sembly and resiliently mounted 
motor, the heaters may be used 
rs with either steam or hot water sys- 
tems. They are particularly suited 
to provide even heat in large areas 
tur- | and for drafty hard-to-heat spots. 
rub- The new line consists of three 
ater | distinct models with three sizes in 
s, is | each style. Heaters are available in 
the | anumber of arrangements and, with 
her- | accessories, make possible many 
methods of installation. 
lop- Catalog No. 6548, describing the 
hich | new Cabinet Unit Heater line, can 
nter | be obtained by writing the Young 
by 6 | Radiator Company at Racine, Wis. 
rted, —_—_ 
ta New Line Of File Cabinets 
= A complete line of newly de- 
signed file cabinets is being manu- 
factured by the Chapin Equipment 
Company. The new design enables 
users to add locks to the files at any 
time, and to substitute card draw- 
“eG ers for letter drawers when needed. 





The full-suspension drawers are 
how equipped with new side-sus- 
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Ee: we 


is earning 
money for 
our bank 


In this bank we have the highest regard for TurirtiCueck as a 
business getter; and have conclusive proof that this no-minimum- 
balance plan is earning money for our bank. 

TuriFtiCuHEck has been well-accepted here. It was installed when 
we opened our doors for business as a new bank four years ago. Since 
then over 4000 new Turirt1CHEck accounts have come in, and our 


monthly income from the re-orde 


$600.00. 


- > 
r sale of checkbooks alone exceeds 


The TurirtiCueck plan relieves our officers of supplying adver- 
tising copy and ordering supplies. You can be sure it saves a lot 


of time. 


We know that Bankers Development Corporation is constantly 


BANKERS DEVELOPMENT CORPORATION 





pended compressors permitting 
ready adjustment and positive- 
locking. These features and other 
manufacturing economies give users 
new opportunity for low-cost filing. 

According to the manufacturer, 
these all-metal files are rigidly 
constructed, dust-proof, and _fin- 
ished in either grey or green with 
aluminum hardware. They are 
available in a wide range of styles 
and all standard sizes. 

Further information may be ob- 
tained by writing the Chapin Equip- 
ment Co., Dept. E-1, Box 109, Ba- 
tavia, Ill. 


To Help With Land 
Measurements 


The Pronto Land Measure Guide 
and the Pronto Compass are a prac- 
tical work aid for clerks, heads of 
departments in banks, mortgage 
companies that deal in land, and 
have land problems to solve—city 
or township property. 

Escrow Departments, Mortgage 
Departments, Real Estate Depart- 
ments, Trust Departments, Proper- 
ty Tax Departments are among the 
many divisions that find the Pronto 


looking for ways to improve their TurirtiCHEck service to banks. 


Practical factual evidence in our Brochure tells why 
TurirtiCHeck is @ profitable department in hundreds of 
banks from coast to coast. A copy w 


31 NASSAU ST 


vill be sent you on request. 


NEW YORK 5 
NEW YORK 


method an invaluable aid in check- 
ing land descriptions. 

Further detail information of the 
Pronto Land Measure Guide and 
the Pronto Compass may be had 
by writing for a complimentary 
copy of the Rand McNally U. S. 
Survey Map, 17 x 22 inches, infor- 
mative, factual and helpful. This 
map will be sent postpaid, address 
your request to; Pronto Land Meas- 
ure, Post Office Box 265—Flint, 
Michigan, 


FLOOR DIRECTORY 
« INFORMATION » 


LOBBY 
LOBBY 
LOBBY 
MEZZ 
MEZZ 
BASE 
BASE 
MAIN 


RAIN SCHEOULE 
‘EWS PAPERS 
ARBER SHOP 
JE A Y PARLOR 
1E TAURANT 
FRILL ROOM 


HECK ROOM 


ROOM RATES 


DESK CLERK 


<nsehtble for Indoor and Ovidocr ere 
SEND FOR LITERATURE 
ACME BULLETIN CORP. 


37 E. 12th Street New York 3, N.Y, 
















the KNOW HOW 


Whatever your Pay- 
ment Coupon Book 
problem may be—get 
a practical answer from 
Allison. 


With a background of 
59 years experience, 
Allison KNOWS HOW 
to design Coupon Books 
that tie in with your set 
up—are low-cost in use 
—and secure prompt 
collections. 


Somples of what we have done 
for others will be sent upon 
request. Write to head office: 
Indianapolis 6, Indiana 





make ” 


HANDSOME SOLID BRONZE 
SIGNS AND NAME PLATES 


We are specialists in designing distinctive 
bank signs, desk plates, tellers’ signs, etc. 
Write today for illustrated catalog. 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE 
SIGN CO., INC 
Dept. BM. 570 Broadway, New York 12, NY 


New Todd Machine Cuts Costs And Errors; Speeds 
Personal Check Imprinting 


A new machine, the Todd Im- 
printer, which imprints personal 
checks with the depositor’s name 
quickly, simply, and economically, 
has been marketed by the Todd Co., 
Rochester, N. Y. 

Using the new Imprinter, a bank 
employee will be able to imprint 
and bind a book of checks and de- 
liver them to the customer in a 
matter of minutes after the account 
is opened. 

The Imprinter depends for its 
highly efficient operation upon a 
most unique system of printing. In- 
stead of making use of liquid ink, 
the unit transfers ink from a rib- 
bon to a distributing means and 
from there to the type. 

Illegibility of signatures and the 
resulting errors in sorting have for 


‘“‘We Safeguard Privacy 
of Our Customers’ Business”’ 


Wre you equip your phones with the Hush-A-Phone, the 
above might well be the headlines of your newspaper 
advertising. Moreover every customer visiting your bank can 

observe that you are protecting HIS privacy. 
The Hush-A-Phone is a scientifically designed phone 
silencer, weighing but 5 oz. that snaps on the transmitter of 
your phone and unetiing complete privacy of phone conversation. Even those seated 


at your desk cannot hear a word you say. 


The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 


surrounding noises it improves hearing. 


More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 


pecially enthusiastic. Write for literature. 


HUSH-A-PHONE CORP. 43 West 16th St., New York 11, N.Y. 


many years plagued the bookkeep- 
ing departments of banks. Until 
now, however, the time and cost in- 
volved has limited personalized im- 
printing to a small fraction of bank 
depositors. 


Signatures Must Be Watched 


The teller’s stamp, when placed 
on a check, is evidence that he has 
passed on the genuineness of the 
signature. This function may be- 
come mechanical unless the teller 
is careful, particularly when no 
forged signatures have been seen 
for some time. Alertness is always 
required, for forgeries are often dif- 
ficult to detect. 

Any shaky signature must be 
examined closely to be certain that 
it has not been traced. A forged sig- 
nature is one which has been made 
without the authority of the person 
whose signature it purports to be. 
A bank is charged with the respon- 
sibility of knowing the signatures 
of its depositors and any irregular- 
ity in the signature on a check re- 
quires special consideration—veri- 
fication with the customer may be 
desirable in some Cases. 


Checks made payable “to bearer” 
can have payment stopped the same 
as checks made payable to a desig- 
nated payee. However, it is impor- 
tant to urge all customers to avoid 
writing checks made payable to 
bearer. 
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‘STEEL- - stRON C 


(GUNSHELL cote 
"WRAPPERS 


are Best— 


-- + FOR MACHINE 
FILLING ... SAVE TIME 


HE mechanical formation of the 

gunshell wrapper affords paper 
equivalent to 3 times the inner cir- 
cumference, C pipe ~ superb strength, 
neatness, and a definite greater pro- 
tection to wrapped coins. Inner con- 
volution folded to insure snug contact 
with adjacent wall aids elimination 
of — and strengthens center of 
wrap nt mee tightly. Made of _ 
No. @ strongest. 
Symmetically Fae 1,000 to a car- 
ton, with all crimped ends turned one 
way. Great time savers for machine 
filling. 


REE, T 


Free Samples ¢ Write today to Dept. A. 


The C. lL. DOWNEY Comnany 
HANNIBAL missoOuRt 


Worlds Largest Mins. of 


2) / 
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“SUBSTANTIAL SAVINGS 


* REBUILT GUARANTEED BUSINESS MACHINES 
: OUR 5-DAY APPROVAL PLAN 
] ASSURES COMPLETE SATISFACTION 
= 
ADDING — 9 2 BRANDT 

/ COIN CHANGERS 





Hand and electric. Por- 
table and Standard. 
Burroughs, Sundstrand, 
Remington, Victor, R. C. 
Allen 


Coin Changers of every 
kind. Hand and electric. 
Sorters and Counters. 
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Hand and electric. All 
models. Also cabinets, 
trays, plates, frames, 
tabs, etc. 


All Size Pockets. From 6 to 
33 drawer capacity. Also 
Acme, Rand and others. 


* 
* 
oe 
. 
a 
> 
° 
: 
: 
7 
a 
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ALSO: Calculators — Typewriters — Checkwriters — 
Mimeographs — Liquid Duplicators — Multigraphs — 
Folders — Pitney-Bowes Mailing Machines. 
Dept. BM-11, 40 West 15th Street 


New York 11,N. ¥. © CHelsea 3-3442-3-4-5-6 


MAILERS‘ EQUIPMENT CO.) 
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| What Constitutes “Due 


Diligence” In Safe 
Deposit Operation 


There is considerable liability at- | 
tached to the operation of 2 safe | 


deposit vault. A bank’s defense 
against a claim for lost valuables 
must be that due diligence was al- 
ways exercised in the operation of 
the business. The minimum defense 


against such a claim would prob- 


ably state that the bank— 


. Always changes locks before | 


re-renting a box; 


. Keys to unrented boxes are | 


kept under dual custody and 
no bank employee has any op- 
portunity to make extra keys; 
. Customers are not only iden- 


tified but their right to enter | 
a specific box is always veri- | 
fied from the record (not from | 
the key number or entrance | 


slip) ; 


. A record of each box entry | 
signed by the customer is con- 


sistently maintained; 


. A bank employee always opens | 


the safe for the customer re- 
taining the guard key but re- 
quires the customer to take 


his own key to the coupon | 


room with him; 


. Changing locks, drilling boxes, | 


etc., is always done in the pres- 

ence of two officers or em- 

ployees.—E. F. Lyle, comp- 
troller, City National Bank & Trust 
Co., Kansas City, Mo. 


Information On Employee 
Magazines Is Appreciated 
Enjoyed reading the article be- 


gining on page 8 of the June issue | 


of Bankers Monthly and agree 
wholeheartedly with it. 
The Linc-All News is entering its 


fifth year—and gaining popularity | 


with each issue. It really is a looked- 
forward-to event at Lincoln Roch- 
ester Trust—just let me dare to be 
late—even one day—with the dis- 
tribution, and I hear about it! 

We try to write things as we see 
them—informally, as far as possible, 


and definitely friendly. We have a | 


“feature” article, a poem, an officers’ 
editorial—happenings, etc., etc.,— 
and always the gossip (how we love 
the gossip!). Birthdays and “In the 
Money” are always popular corners. 

It doesn’t embarrass us at all to 
say—‘‘We like the Linc-All News” 
and hope you will too—Martha 
McKane, editor, Linc-All News, 
Lincoln Rochester Trust Co., Roch- 


| ester, N. Y. 








Desk Nameplates 


| %* IMPRESSIVE 
| 
IMPERISHABLE * 


Glowing yet subdued beauty 
characterizes superior 
NEWMAN desk nameplates 

and exterior signs of 
hand-chased cast bronze and 
aluminum. 


FINER FIXTURES! 


Crafted since 1882 in traditional 
NEWMAN quality: bronze, 
aluminum and stainless steel 
counter screens, gates, doors 
and railings. 

YOU ARE INVITED to ask for 
catalogs, suggestions and estimates. 
No obligation whatsoever. 


66 
NEWMAN BROS., Inc. @7ZTS 
Dept. B-M_ Cincinnati 3, Ohio QATe 


Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 
5 Beekman Street New York, N.Y. 


ee PAD RACK 


f For drafts, notes, deposit 
ae vane renee 


Ta ial 
sa 


slips and all pads easy to 
secure. Saves time. Made 
rigid-welded,in Art 
Steel olive green only. 
Each clerk needs one. 
Made in three sizes. 


CURRIER MFG. CO. 
St. Paul 8, Minn. 


.. .6 Pocket, $4, 8 Pocket, $5 
. .10 Pocket, $7.50, plus postage 


Name 


Address 
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The Denver National 
Announces Promotions 


Leslie A. Brandt and W. Glenn 
McMahan, veteran staff members 
at The Denver National Bank, have 
been elected assistant cashier and 
assistant trust officer, respectively, 
in recent promotional changes at 
the bank. 

Mr. McMahan, former chief clerk 
in charge of trust department per- 
sonnel and operations, joined The 
Denver National as assistant trust 
auditor in 1929. While chief clerk, 
he helped to develop improved ac- 
counting procedures in the depart- 
ment, including a simplified, more 
efficient system of recording stock 
transfers. 

Mr. Brandt, who started with the 
bank in 1924, has served in nearly 
every department and for the past 
two years has been manager of the 
loan and discount department. He 
will be a loan officer. 


* 


J. W. Massie, 
C. L. Tewksbury 
Honored By NABAC 


Two members of The National 
Association of Bank Auditors and 
Comptrollers were honored recent- 
ly at the NABAC annual conven- 
tion in Atlanta for meritorious 
service to the Association. 

J. Wm. Massie, comptroller of the 
Republic National Bank, Dallas, 
Texas, and Carl L. Tewksbury, 
comptroller of the Fort Wayne Na- 
tional Bank, Fort Wayne, Indiana, 
were awarded keys for the valuable 
contributions they have made for a 
period of many years. Their work 
and untiring efforts was inno small 
way responsible for the rapid 
growth of NABAC in the banking 
profession. 


Mr. Massie is a past national 
president of the Association. He was 
elected national secretary-treas- 
urer in October, 1936, after serving 
as national committeeman for many 
years, and he served in successive- 
ly higher offices until his tenure as 
president in 1939-40. He is a past 
president of the Houston Confer- 
ence, and has just completed two 


52 


years as chairman of NABAC’s Re- 
search Committee. 

Mr. Tewksbury is a certified pub- 
lic accountant and has the rare 
distinction of having served as 
national committeeman of two dis- 
tricts for NABAC and as president 
of two conferences. He is a past 
president of the Cleveland (Ohio) 
Conference, and he was the first 
president of the Northern Indiana 
Conference. 


* 
C & S Nat'l Names Sartor 
To Newly Created Office 


Directors of the Citizens & South- 
ern National Bank, Atlanta, Ga., re- 
cently created a new office, first 
vice president of 
the bank, and 
elected to that of- 
fice, James Sartor, 
now executive 
vice president of 
the bank in Au- 
gusta. In his new 
capacity, Mr. Sar- 
tor will work di- 
rectly with Presi- 
dent Mills’ B. 
Lane, Jr., in ad- 
ministrative direction of the entire 
bank in its six-city operation. 

In returning to Atlanta in his 
new executive capacity, Mr. Sartor 
completes a cycle which began with 
his employment as a bookkeeper in 
Atlanta 27 years ago. He has been 
assistant cashier in Atlanta, vice 
president in charge of the Athens 
Office, executive vice president of 
the Citizens & Southern National 
Bank of South Carolina at Charles- 
ton, and executive vice president in 
Augusta since 1941. 

In “Augusta, Mr. Sartor will be 
succeeded by Pierce G. Blitch, 
formerly president of the Citizens 
& Southern Bank of LaGrange, 
Ga. 


James Sartor 


* 
W. C. Connett Appointed 
To Planning Commission 


William C. Connett, executive 
vice president of the First National 
Bank, St. Louis, has been named by 
Governor Phil M. Donnelly as one 
of the Missouri members of the 
Missouri-Illinois Commission to 
plan development of the St. Louis 
metropolitan area. The Commission 


is authorized to plan co-operation 
between the communities to guide 
in the development of the area on 
both sides of the river, Their plan 
is to be presented to the two legis- 
latures for consideration. 


* 


Continental Illinois Fetes 
Quarter-Century Group 


Continental [Illinois National 
Bank’s “old timers” won’t forget 
the Palmer House in Chicago or 
Tuesday, October 19, too quickly. 

Approximately 650 of the bank’s 
845 veteran employees and pen- 
sioners attended the dinner party 
given that night in honor of the 
men and women who have served 
the institution for 25 or more years. 

The years of service of the guests 
ranged from 25 to 49 years, and 119 
of these were women. Frank F. 
Taylor, Sidney A. Barclay and 
George Loacker, with 49, 47 and 46 
years, respectively, topped the list 
of guests with the longest service 
records. 


* 


Westinghouse Equity Plan 
Sound-Slide Film Available 


A 30-minute sound-slide film pic- 
turing the Westinghouse Equity 
Plan of financing of radios and ap- 
pliances by local banks has been 
prepared by the Retail Finance Di- 
vision of the Westinghouse Electric 
Corporation, Pittsburgh, Pa. 

The film describes in detail how a 
bank can receive protection through 
the plan’s wholesale repurchase- 
agreement and profits through its 
suggested retail financing arrange- 
ment as well as the benefits of its 
new low-cost insurance features. It 
will be made available to banks 
without charge by mid-November. 

Designed to show banks how to 
put the plan to work, the film de- 
picts a typical boardroom meeting 
in which a Westinghouse represen- 
tative discusses every aspect of the 
program with three of the bank’s 
officers. Point by point the entire 
plan is clearly and succinctly re- 
viewed by the representative who 
gives specific examples of typical 
transactions. Additional clarity is 
achieved through the use of illus- 
trative charts, graphs and cartoons. 

Reservation dates for a copy of 
the film, with a suggested alternate 
date if possible, may be made with 
the Retail Finance Division, West- 
inghouse Electric Corporation, 306 
Fourth Avenue, Pittsburgh 30, Pa 
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T. W. Smith Retires From 
Philadelphia Banking 





















































= Thomas W. Smith brought to a 

*" | close a career of almost a half cen- 
tury in Philadelphia banking when 
he retired recently as vice president 
of The First National Bank of Phila- 
delphia. 

Mr. Smith started his career as 

clerk with the Merchants National 
nal | Bank, which merged with First Na- 
get | tional in 1910. Since 1925 Mr. Smith 
or | has served as a Loaning Officer at 
cly. | the main banking office at 15th and 
1k’s | Walnut Streets. He became vice 
en- | president in 1938. 
arty 
the * 
ved | J. M. Ball, F .W. Thompson, 
-ct, | Richmond Bankers, Retire 
119} = Two well known Richmond, Va., 
; OF. bankers, James M. Ball, Jr. and 
and | Fred W. Thompson, retired recently 
d 46 from the First and Merchants Na- 
list | tional Bank, under the retirement 
vic€ | plan for officers and employees 
adopted by the bank several years 
ago. 

Mr. Ball, vice president and 
an cashier, began his banking career 
ible | as a runner at the old National Bank 

: of Virginia in 1902. In 1939 he was 
‘Pic- | named a vice president in the First 
{uIty | and Merchants. 
| ap- Mr. Thompson was named as- 
been } sistant to the president of the bank 
> Di-} in 1928 and continued in this ca- 
ctric | pacity, in which his duties were 

varied but primarily advertising 
iow &F and new business, until his retire- 
ough} ment. 
hase- * 
h its 
ange-| NABAC Officers And 
i . Directors For The Year 
panks Officers of The National Associa- 
mber.§ tion of Bank Auditors and Comp- 
yw tof trollers for the year, 1948-49, elect- 
n de-f ed at the Association’s Twenty- 
2eting} Fourth Annual Convention at At- 
esen-§ lanta were: 
of the President— Paul D. Williams, 
yank’s— vice president and comptroller, 
entire} Corn Exchange National Bank and 
ly re-— Trust Co., Philadelphia, Pa. 
> who First vice president—Edward F. 
ypicalj Lyle, comptroller, City National 
ity is§ Bank and Trust Co., Kansas City, 
illus-§ Mo. 
rtoons. Second vice president—Burton P. 
ypy off Allen, executive vice president, 
ernate§ Capital National Bank of Sacra- 
e withf mento, Calif. 








Secretary—Raymond C. Deering, 
comptroller, Manufacturers Trust 
Co., New York City. 
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Good Service Depends on Good Earnings 


There is still much to be done to 
make the Bell System big enough 
for the nation’s needs. It will take 
a lot of money. 

This money cannot come out of 
the rates you pay for service. It 
must come from investors. 

They are the hundreds of thou- 
sands of everyday people in all 
walks of life whose confidence in 
the integrity and earning-power of 
the Bell System encourages them 
to invest their savings in the 
business. 

Reasonable earnings will con- 
tinue to attract the additional 
capital needed. And that in turn 
will provide the new and improved 


facilities that will benefit everybody 
who uses the telephone. 

arnings that are too low are not 
in the best interests of anybody and 
can only result in the long run in 
deterioration of a vital service. 

The Bell System does not ask 
that it be allowed to earn one penny 
more than is required to do the job. 

It asks only what most people 
and most regulatory bodies agree is 
fair and just . . .a reasonable return 
to the many men and women all 
over America whose savings 
have built the telephone 
business. 





BELL TELEPHONE SYSTEM 





Treasurer—Clarence H. Licht- 
feldt, comptroller, First Wisconsin 
National Bank, Milwaukee, Wis. 


Three of the six directors, who 
supervise organization work in the 
six districts of the Association, will 
begin the second year of their two- 
year term. 


Three new directors were elected: 


District One—George Ehrhardt, 
assistant vice president, 


Central 





Hanover Bank and Trust Co., New 
York City. 

District Three—Stanley E. Ben- 
nett, secretary-treasurer, Wisconsin 
Bankshares Corp., Milwaukee, Wis. 

District Five—Walter A. Hombs, 
executive vice president, Tower 
Grove Bank and Trust Co., Saint 
Louis, Mo. 

The following directors will con- 
tinue in office for another year: 

District Two—William B. Alex- 
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Troubled with 


DEAFNESS? 


—then you'll be thrilled with the new 
revolutionary Zenith “75” Radionic Hear- 
ing Aid. You can order it by mail without 
risking a penny. Let a 10-Day Trial* at 
home, at church, at business, prove it’s the 
finest hearing aid you can buy regardless 
of price. Saves you over $100.00. 


HEAR BETTER 
or Pay Nothing 


Light, compact single unit. Costs less than 
a cent an hour for battery consumption. 
Comes ready to wear. Accepted by the 
Council on Physical Medicine, American 
Medical Association. Send postcard now 
(no obligation) for full particulars telling 
how tens of thousands of hard-of-hearing 
men, women and children have found new 
joy and happiness with this amazing new 
hearing aid. 

*Trial offer available on direct sales by Zenith 
Radio Corporation or its subsidiaries. 


Look ~nly to your doctor for advice ; f 
on your ears and hearing % Hi 
RADIO 


TH 
E Nf CORPORATION 


HEARING AID DIVISION 
Dept.BA118, 5801 W. Dickens Ave., Chicago 39 
Makers of the World-Famous Zenith Radios, 
Leaders in Radionics Exclusively for 30 Years, 


* agin © 





ander, auditor, Fidelity Trust Com- 
pany, Baltimore, Md. 

District Four—Sylvester T. Strain, 
cashier, First and American Na- 
tional Bank, Duluth, Minn. 

District Six—Ira C. Chaney, au- 
ditor, Crocker First National Bank, 
San Francisco, Calif. 

* 


Financial Public Relations 
Assn. To Meet In Florida 


All roads, rails, and skyways, late 
in November, will lead to Holly- 
wood, Florida, the scene of the 33rd 
Annual Convention of the Financial 
Public Relations Association. For 
four days, from November 29 to 
December 2, this picturesque little 
town on Florida’s justly famous east 
coast, (17 miles north of Miami), 
will become the financial public re- 
lations capital of America. The pa- 
latial Hollywood Beach Hotel has 
been entirely taken over by the As- 
sociation for this period. 

The three top men who have been 
instrumental in planning this con- 
vention, which is expected to set a 
new high in the distinguished his- 
tory of the Association, are: Gener- 
al Chairman: Allen Crawford, vice 
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president, F.P.R.A. vice president, 
Bankers Trust Company, Detroit, 
Michigan; Program Chairman, Wil- 
liam B. Hall, vice president, The 
Detroit Bank, Detroit, Michigan; 
Florida General Chairman, George 
G. Ware, president, First National 
Bank, Leesburg, Florida. 


The convention program, includ- 
ing a School of Human Relations, 
two general sessions, and various 
departmentals and clinics, offers the 
delegates a grand total of 65 hours 
of instruction, inspiration and in- 
formation. Of course, no delegate 
can attend all of the clinics and 
departmentals, some of which will 
be held concurrently. 


Each morning will start with an 
hour-long School of Human Rela- 
tions, conducted by Dr. Preston H. 
Scott, Co-ordinator of Community 
Relations, Wayne University, and 
Consultant to the Director of Train- 
ing, Ford Motor Company, Detroit. 


The five departmentals, with 
their chairmen, are as_ follows: 
Commercial: H. D. Cothrell, ass’t. 
vice president, Fort Wayne Nation- 
al Bank, Fort Wayne, Indiana; 
Consumer Credit: Curtis Kendall, 
vice president, American National 
Bank, Mobile, Alabama; Savings: 
Everett N. Hatch, vice president, 
Syracuse Savings Bank, Syracuse, 
New York; Trust: Floyd L. Dwight, 
ass’t. vice president, First National 
Bank, Minneapolis, Minn.; Person- 
nel: Thaddeus C. Cox, ass’t. vice- 
president, Central Hanover Bank 
and Trust Company, New York, 
nM. 2. 


The fourteen clinics differ from 
the departmentals in that there are 
no set speakers. Here the delegates 
bring their public relations prob- 
lems for genera] discussion. With 
the collective thought and interest 
of the members concentrated upon 
these problems, the best possible 
solutions usually are promptly dis- 
covered. 


The clinic sessions have become, 
in the judgment of many delegates, 
one of the most valuable features 
of the Association’s convention pro- 
gram. December 1 is Clinic Day. 


The leader and consultant of each 
clinic are chosen because of their 
knowledge and experience in the 
field covered, their skill in conduct- 
ing such meetings and. their ability 
to answer questions, or to bring out 
the answers through group discus- 
sion. The 1948 clinics with their 
leaders and consultants are listed 
herewith: 


Customer Relations — Leader: 
Lewis F. Gordon, Atlanta, Ga., Citi- 
zens & Southern Nat’] Bank.; Con- 
sultant: Harold J. Marshall, N. Y., 
Bankers Trust Co. 

Employee Relations — Leader: 
Swayne P. Goodenough, Rochester, 
N. Y., Lincoln Rochester Tr. Co.; 
Consultant: C. E. Brockway, Shar- 
on, Pa., First National Bank. 

Newspaper Advertising—Leader: 
Rod Maclean, Los Angeles, Cal., 
Union Bank & Trust Co.; Consult- 
ant: Frank J. Reynolds, N. Y., Al- 
bert Frank-Guenther Law. 

Publicity—Leader: Jerrold Ow- 
en, Oakland, Cal., Central Bank; 
Consultant: Louis W. Munro, N. Y., 
Doremus & Co. 

Direct Mail—Leader: C. A. Hem- 
minger, Chicago, American Nat’l 
Bk. & Tr. Co.; Consultant: John 
Zuber, Indianapolis, Ind., American 
Nat’l Bank. 

Radio—Leader: D. W. Hogan, Jr., 
Oklahoma City, City Nat’l] Bank & 
Trust Co.; Consultant: Frank R. 
Warden, Des Moines, Central Nat’l 
Bk. & Tr. Co. 

State Bankers Assn.—Leader: 
Willis B. Conner, Jr., Indianapolis, 
Ind., Merchants National Bank; 
Consultant: J. C. Scarboro, Denver, 
Colo., Colorado Bankers Assn. 

Employee Manuals—Leader: C. 
Edward Berryman, Buffalo, N. Y., 
Marine Trust Co.; Consultant: J. 
M. Easton, Chicago, The Northern 
Trust Co. 

Visual Education—Leader: Peter 
Edmonds, Minneapolis, Minn., 
Farmers & Mechanics Svgs. Bank; 
Consultant: D. James Pritchard, 
Cleveland, Society For Savings. 

Banking Quarters—Leader: John 
J. McCann, Jr., Chicago, American 
Bankers Assn.; Consultant: E. L. 
Pearce, Marquette, Mich., Union 
Nat’! Bk. 

Anniversaries—Leader: Dorcas 
Campbell, New York, East River 
Svgs. Bank; Consultant: Victor 
Cullin, Chicago, Chicago Title & Tr. 
Co. 

House Publications — Leader: 
Virginia O. Valentine, Richmond, 
Va., State-Planters Bk. & Tr. Co.; 
Consultant: J. J. Lawlor, New 
York, National City Bank. 

Displays—Leader: Erwin Meeh, 
Irvington, N. J., Irvington National 
Bank; Consultant: Hugh J. Bern- 
ard, Houston, Tex., Second National 
Bk. 

Market Research—Leader: John 
R. Christie, Los Angeles, Cal., Citi- 
zens Nat’l. Tr. & Svgs. Bank; Con- 
sultant: Ruel S. Smith, New York, 
Time, Inc. 
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Tuts Los Angeles independent 
bank, with over $150,000,000 in 
resources, would like to handle 
your cash and collection items 
for you...would welcome an ac- 
count from your bank...would 
appreciate the opportunity of 
serving your customers when 
they come to Southern California 
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A Portable Lobby Depository 


This interesting photograph was sent to us by the American Na- 
tional Bank & Trust Company of Danville, Virginia. It shows the use of 
its portable lobby depository at the front of the bank, after the bank 
doors have been closed. 

The depository is kept in the lobby while the bank is open and those 
who have their deposits ready and do not care to wait for a teller drop 
them into this depository. A receipt is mailed for the deposit. 

If a customer comes early in the morning before the bank is open, | We specialize in forwarding of 
he finds this depository outside the front door, where it has been chained funds abroad for our banking 

he buildi ‘a dian hae Genii tite Qt sit friends with or without Foreign 
and padlocked to the bui ing. He drops his eposit into t e depository Departments. Our remittance serv- 
in the same way he would do in the lobby. After the bank is closed in ices include commercial, benevo- 
the afternoons, the depository is again wheeled to the front of the bank | _ ss expense payments 
and padlocked to the building, and remains there as long as there is_ | abroad oY cable, mail or airmail. 
anyone working in the bank, which usually is about 6:00 p. m. Thus, a ven and dean ae Ss 
depositor may make a deposit from the time the janitor arrives in the ships with worldwide correspond- 
morning until the last person leaves the bank in the evening. ent banks are available to assist do- ' 

Wayles R. Harrison, president of the bank, is shown (at the left) | mestic banks to establish or extend 

i > use of the depository, which is manufactured b thele own semittance service. We 
demonstrating the use o e depository, h is y welcome your inquiries. 
Herring-Hall-Marvin Safe Co., of Hamilton, Ohio. 
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:; ALN. _R. Dot has been announced, by the Guar- ° Pe 
ol ‘ wenn 4.8 a anty Trust Co. of New York. u 1¢ ationa 
1ona’ | Advanced By Guaranty Trust She: Ciiiaalans: Wii: “iis, ane alae | Baarine ayia. 


in the company’s foreign depart- 
Appointment of Alexander N. ment since 1924, serving as assist- | COMPANY Se ee 
Gentes as a vice president and of ant treasurer until 1929, then as Main Office: 37 Broad Street 
John R. Doty as an assistant secre- assistant manager until 1944, and | Member: Fala poe em 
tary. both in the foreign depart- for the last four years as second | Association, Federal Deposit 
ment of the company’s main office, vice president. In the Guaranty as | ees See | 
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well as in several other New York 
banks with which he was previously 
associated, he has specialized in for- 
eign credits and other phases of 
foreign banking. Mr. Gentes has 
written extensively on foreign cred- 
it and exchange matters, is con- 
sidered an authority on import and 
export procedures, and has been a 
speaker on these subjects before 
numerous foreign trade and bank- 
ing groups. He has served as chair- 
man of the administrative com- 
mittee of the Foreign Credit Inter- 
change Bureau of the National As- 
sociation of Credit Men. 

Mr. Doty has been with the Com- 
pany’s foreign department since 
April, 1946, and had previous bank- 
ing and business experience in New 
York and Cuba, 


* 
Bank Of America’s 25-Year 
Club Adds New Members 


Newest additions to Bank of 
America’s Quarter-Century Club, 
all of whom have completed 25 
years of service with the bank, in- 
clude, William J. Warren, assistant 
cashier, Broadway and 7th branch; 
F. F. Van Tighem, assistant cashier, 
Inglewood branch; V. C. Dickinson, 
Pomona branch; Rose Knight, es- 
crow officer, 7th and Olive branch; 
and Dea S. Cowdrey, trust depart- 
ment, Los Angeles Main Office. 


* 


The Practical Work 


Of A Bank 


By William H. Kniffin, president, 
Bank of Rockville Center Trust 
Company, Rockville Center, N. Y. 


Published by Bankers Publishing 
Company, Cambridge, Mass. 582 
pages. $7.50. 

This book, just revised, has long 
been regarded as a helpful work on 
bank methods and administration. 
It tells of every phase of bank- 
ing from the handling of the 
morning mail to the extension of 
credit, from the duties of the mes- 
senger to the functions of the presi- 
dent. It has reproductions of forms 
actually used and shows how to 
handle every detail of the business. 

It is often given to the new em- 
ployee, explaining as it does, the 
whole operation of the bank with 
much sound advice on how to make 
a successful career as a banker. 


* 

W. D. Talbert, executive vice 
president of the First-City Bank & 
Trust Company, Hopkinsville, Ken- 
tucky, has been elected president 
to succeed Ed L. Weathers who has 
retired. Before becoming connected 
with the bank, Mr. Talbert was em- 
ployed by the University of Ken- 
tucky, Extension Division. 


* 


Check Used As A Letter 
The First National Bank of Port- 
land, Ore., reports that a check was 
received at its Dallas branch which 
contained the following above the 
indorsement on the back: 
“Bud—them fish was poor and 
dark—in other words— 
jack Salmon—we cannot use 
them kind of fish— 
so—we are not in the market 
—sorry. Its better for us to 
buy Troll Ocean fish and for- 
get about them river fish.” 


Calendar Of Events 


American Bankers Association 


Nov. 4-5 17th Annual Mid-Continent Trust 
Conference, Chicago, Illinois. 


State Associations 


Nov. 10-11 Nebraska, Hotel 
Omaha. 


Nov. 19-20 Tucson, Arizona. 


Fontenelle, 


1949 


Jan. 18-19 Wisconsin Bankers Association, Mid- 
Winter Meeting. Pfister Hotel, Milwaukee. 


Jan. 27 Illinois Bankers Association, Annual 
Mid-Winter Conference, Sheraton Hotel, 
Chicago. 


June 13-17 American Institute of Banking, 
47th Annual Convention, Portland, Ore- 
gon. 


June 16-17 Illinois Bankers Association, An- 
nual Convention, Hotel Jefferson, St. Louis, 
Mo. 
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June 17-18 North Dakota Bankers Association, 
Annual Convention, Clarence Parker Hotel, 
Minot. 

June 20-22 Wisconsin Bankers Association, 
53rd Annual Convention, Schroeder Hotei, 
Milwaukee. 

June 23-25 Montana Bankers Association, 46th 
Annual Convention, Old Faithful Inn, 
Yellowstone National Park. 


Other Organizations 


Nov. 8-9 National Assn. of Suggestion Sys- 
tems, Hotel Drake, Chicago. 


Nov. 8-10 National Foreign Trade Council, 
Waldorf-Astoria, New York. 

Nov. 8-12 United States Savings and Loan 
League, New York, N. Y. 

Nov. 29-Dec. 2 Financial Public Relations 
Association, Annual Convention, Holly- 
wood Beach Hotel, Hollywood, Fla. 

Dec. 6-10 Investment Bankers Association of 
America, Hollywood Beach Hotel, Holly- 
wood, Fla. - 
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LEE M. FORD, President 


THE GREAT FALLS NATIONAL BANK, Great Falls, Montana 


**Upon investigation, including consulting 
Affiliated with Northwest Boncorporation 
Copital Funds: $892,000 © Resources: $17,537,000 


several architects, we decided bank designing 

is the work of specialists. That is why we 

called in the Bank Building & Equipment 
Corporation. We were impressed by your rep- 


utation for ability, experience, facilities and 


financial soundness. All are reflected in our 
Equipment Corporcition 


OF AMERICA 


new quarters, which are among the outstand- 
ST. LOUIS 4, MO., U.S.A. 


NINTH & SIDNEY STS. 


ing in the Northwest today.”’ 
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